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The shoes in this advertisement 
indicate the complete assort- 
ment of types available for im- 
mediate shipment from Fried- 
man-Shelby’s stock of “Foot- 
Fashion” fine Shoes for men. 


Your order for the numbers 
shown will be shipped imme- 
diately upon receipt. 

Send for details of the complete 


“Foot-Fashion” line. 
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HIGHLIGHTS 


glA 


op 
FOOT-FASHION Style No. 61024 

Welt construction 

Men's Smooth White Elk-Skin Vamp, Brown 
Calf Quarter, Ventilated Oxford. 2 Rubber 
Heel. NORWOOD Last. 

Sizes: A and B, 7-12, C and D, 6-12. 


Center 

FOOT-FASHION Style No. 61027 

Welt construction 

Men’s Tan, Plain Toe Ventilated Lace Ox- 
ford, Tan Cork Sole and Wedge Heel. 
WARWICK Last. 

Sizes: A and B, 7-12, C and D, 6-12. 





Alert dealers throughout the 
nation are tying in with the 
“Red Goose” National ad- 
vertising campaign. For 
complete details address 
“Red Goose” Division. 





Fun 


Half the 


of 


FOOT-FASHION Style No. 61011 
Welt construction 


Genuine White Buck and Antique 
Calf, Wing Tip, Leather Heel. 




















T. 
NORWOOD Last 
Sizes: AA, 8-12, A and B, 7-12, 
Cc and D, 6-12, B, C, 

13 and 14. — 


te 


FRIEDAAN-SHELBY, 


INTERNATIONAL SHOE CO. 


—. 


Y y 
LHF). 


I 








BOOT AND SHOE RECORDER APRIL 13, 1940 


YOU 


© 





ALD LE 











*6ET is not possible to experiment 
with a society and just drop the 
experiment whenever we choose. 
The experiment enters into the life 
of the society and never can be got 
out again.” 
* 

“Everyone of us is a child of his 
age and cannot get out of it. He 
is in the stream and is swept along 


with it. All his sciences and phil- 
osophy come to him out of it. 
Therefore the tide will not be 
changed by us. It will swallow 
up both us and our experiments.” 

“The danger of minding other 
people’s business is twofold. First, 
there is the danger that a man may 
leave his own business unattended 
to; and, second, there is the danger 
of an impertinent interference with 
another’s affairs. The ‘friends of 
humahity’ almost always run into 
both dangers.” 

—W. G. SuMNER 


LEATHER WEEK in New York 
can be summed up in a paragraph. 
Everyone eager to sell but reluctant 
to buy. In a way, what other con- 
clusion could you draw? This is 
an unpredictable year in so many 
ways. You can make few decisions 
on fact, because we are in a period 
of guessing. The big guess of the 
world is the international wars. We 
are in a national guessing year 
when we elect a president. The 
weather has been so unusual, ex- 
treme and uncommon that its effect 
upon shoes and selling was unpre- 
dictable. Last year was a great 
“making year.” So isn’t it obvious 
that selling is first in 1940? 


ROY TILLIS, of the Gotham 
Hosiery Company, celebrates his 
twenty-first year in hosiery, after 
having made his mark in shoes as 
shoe buyer for Stix, Baer & Fuller, 
of St. Louis. He was one of the 
youngest shoe buyers in those days 
and saw the field of progress in silk 


(11) 


hosiery. His shoe background gave 
him powerful points on which to 
build a foreground for hosiery pro- 
motion. He is now president of 
Gotham. 

Another first to his credit is the 
number one license for the manu- 
facture of Nylon hose, which, by 
the way, will be launched May 15. 
Once a shoe man, always—so he 
keeps his contacts with shoemen re- 
freshed and re-friendship-ed. 

7 . . 


SIMPLE — JES" 1% PROFIT 








MIURRAY ROLFE, of Dalsimer’s, 
Philadelphia, in a bit of corridor 
conversation at the Waldorf-As- 
toria, said: 

“How should one play these 
wedges and casual shoes? Here’s 
a story that may illustrate the point: 
A new merchant opened up in a 
Southern town. He didn’t know 
much about shoes and selling or 
anything else but he made a success 
of it. When I asked him how he 
did it, he replied: ‘I buy shoes for 
$2.00 and sell them for $7.50 and 


make the customary one per cent’.” 
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LEATHER WEEK developed no 
miracle men who could pull rabbits 
out of their hat, stimulating a rush 
demand for something now or dif- 
ferent or standard. Nothing “wild- 
fired” through the halls as being 
hot and fast. For the first time in 
years the main topic of conversa- 
tion was selling in retail stores—all 
eyes being on the customer at the 
fitting stool. Nothing speculative 
—at the same time nothing pessi- 
mistic. All agreed that we are in 
an uncommon year but when the 
records are finally polled we will 
sell 400,000,000 pairs of leather 
shoes. It may not be in the budget- 
ed months. The feasts and famines 
are not calendar-wise. 


7 - . 


GEORGE GEUTING, of Geuting’s, 
Philadelphia, was carrying around 
a copy of Collier's of April 6, 
featuring shoes by J. Mackey & 
Son and Joyce, Inc., on an editorial 
page and in a superb setting. Six 
types of play shoes were displayed 
on three pairs of legs, in an article 
entitled: “STEP LIVELY” by Ruth 


Carson, who said: 








“All this big business doesn’t 
mean you're going to wear nothing 
but play shoes, even for play. Your 
golf and tennis shoes are still reg- 
ulation. For hiking your sturdy 
oxfords and boots can’t be bettered. 
For street wear, pumps and step-ins 
via the wedge—will be with you. 
But your shoe shelves will no longer 
be a study in black, brown and 
white conservatism. These giddy 
young shoes, sporting names like 
Barge, Sundecker, Capers and Side- 
kick to acclaim their carefree life, 
in colors like cherry pop, sawdust, 
prancing pink, to prove they’re not 
serious, are out to see that even 
when your heart is in your boots 
it will be a light heart. They’re 
low on cost—a good eighty-five per 
cent of them are priced under six 
dollars a pair—but they’re high on 
fun and spirits. And there’s not a 
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—lf anybody should tell you that 
1939 was a “boom” year, you 
would probably raise an eyebrow 
and remark: "You've got to show 
me.” 

—And yet—according fo the Na- 
tional City Bank of N. Y. profits in 
1939 were nearly double those of 
1938—98.1 per cent higher to be 
exact. 

—These percentages were arrived at 
from a study of the annual reports 
of 960 leading manufacturing cor- 
porations. 

—In reading the financial news as 
reported in New York City news- 
papers during the past two months 
| have been surprised, I'll admit, to 
note that in the great majority of 
individual reports a substantial in- 
crease in profits was shown. 

—And where an occasional loss was 
recorded it was invariably much 
less than in the previous year. 

—So, possibly it's safe to assume 
that this good old U. S. A. is in 
fairly healthy financial condition 
and will undoubtedly be able to 
weather the present and coming 
storms in commendable fashion. 


SUT been 


President 





shoe in the lot you'll kick off under 
the table.” 

George Geuting remarked: “Edi- 
torial pages like these are a great 
influence on the public and we 
ought to give full appreciation to 
the fashion writers who stimulate 
shoe buying desire so adroitly.” 


* * * 


MIIssS ESTELLE HAMBURGER, 
vice-president and advertising di- 
rector of Jay Thorpe, Inc., New 
York, speaking at the recent Styles 
Conference at the Waldorf, said: 
“Suedes and gabardines went into 
the laboratory and came out stretch- 


able. This fired the imaginative 
minds in the shoe business, and 
soon we had the Gaiter Pump and 
V-throat Step-in elasticized to 
mould a woman’s foot as her all- 
in-one moulded her hips. Up they 
stepped to the best seller list of 
almost every shoe shop in the land. 

“Let’s have beautiful shoes, not 
with just another hole in the toe 
or scoop in the heel, but design as 
clean as architecture, beauty with 
a purpose, everything from leather 
to last contributing to the swing and 
the spirit, the meaning and the feel- 
ing of the shoe.” 


* * * 


WIC JENSEN, of Brishane, Aus- 
tralia—where it’s the beginning of 
Fall contra to the beginning of 
Spring here, writes: 

“Thanks for your regular and 
prompt despatch of the Boot ANp 
SHoe Recorper, which is greatly 
appreciated. It is indeed my “Trade 
Bible,’ the interesting, educational, 
and snappy articles contributed 
from time to time are most con- 
structive. They should be read by 
all distributors of footwear; and to 
you good American people, I say— 


Thank You. 





“Glad to say Australia at the 
moment is blessed with good sea- 
sons, although we have had a very 
trying Summer. Trade generally is 
fair. Our unemployed are being well 
absorbed with all the extra work 
brought about by the War. 

“We are all very hopeful that it 
will be brought to a speedy and 
successful conclusion. In the mean- 
time we all have to be up and doing 
to defend our democratic coun- 
tries.” 

LEATHER WEEK in New York 
and the display of the Tanners 
Council members indicated strong 
attendance, much conversation and 
little buying. The tanner had to 
hold his prices because he has no 
surpluses to dump and must b« 
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covered with sufficient inventory— 
so that if the buying movement de- 
velops he can make deliveries. 

Manufacturers, when interviewed, 
indicated that they had little leather 
on hand in factory bins and were 
buying with a view of thirty-day 
use until the distributive field de- 
clared itself on what it wanted and 
when. 

It was a cheerful show in spite 
of the lack of advance commitments. 


BB REATHES There a Man, etc.? 


Breathes there a man with soul so dead 
Who never to himself hath said, 

“I must be careful of my feet!” 
Whose heart hath ne’er within him raved 
When toes and insteps misbehaved, 

Or felt like slabs of roasted meat? 


* * 








If such there breathes go mark him well; 
His head’s a thick but empty shell! 
High though his title, proud his name, 
The guy is goofy just the same; 
He’s wasting both his soul and pelf, 
He'll soon be laid upon the shelf; 
Living, he forfeits half his sleep 
And makes his wife and family weep; 
His brain will get so badly sprung 
That when he dies he'll be unsung! 
—J. Edw. Tufft. 


* * * 


DR. S. R. LAYCOCK of the Uni- 
versity of Saskatchewan, brother of 
John R., recently made a speech 
on “The Retail Merchant—His 
Place in the Community,” and said: 

“The merchant doesn’t do busi- 
ness with pocketbooks. He must do 
business with human beings with 
human needs. He must do business 
with persons. 

“The word service is badly 
abused. Many merchants think it 
is merely a question of waiting on 
a customer quickly. It is far more 
subtle than that. It is really a 
question of helping people to find 
outlets for their needs in a satis- 
factory way. 

“You men do not dignify your 
calling enough. Merely because 
you table a recognized fair profit 


for your service should not de- 
grade your work any more than it 
does a physician or teacher or min- 
ister who get paid for theirs. 
“The question of service is first 
of all a question of attitude. Suc- 
cess cannot truly come if you re- 
gard your customers as people to 
make profit out of. It can come 
only when you have their interests 
at heart. If you lose out it will be 
your own fault because you haven't 
the idea of serving the community 


faithfully.” 
* * - 

BR EAL war or Boer war in Britain, 
shoe style goes on, accelerated by 
a new contest. The object of the 
design competition is to stimulate 
and promote the furtherance of de- 
sign in the British trade. Cash 
prizes and silver cups, are to be 
awarded for the new designs in wo- 
men’s dress shoes, women’s prom- 
enade shoes, men’s or women’s 


[13] 


sport shoes, child’s shoes, men’s, 
women’s or child’s vulcanized rub- 
ber shoe, most novel design using 
crepe rubber sole and a special 
prize for the most original design. 

The Footwear Organizer of Lon- 
don sponsors the contest and each 
participant must declare that it is 
his personal work and must be pre- 
pared to satisfy the Committee that 
he or she is the bona fide author of 
any design submitted. The Foot- 
wear Organizer says: 

“Too little, much too little, is be- 
ing heard of the efforts of our de- 
signers; those men who during the 
past few years have gained for Bri- 
tain a leadership in the world of 
footwear design. Mostly they are 
still at their best, seeking new ideas, 
new treatments and new interpreta- 
tions. They, surely, are the men 
behind the men who are going to 
recapture the vital markets.” 
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"Did | ever see anything smaller than your foot? .. . 
Yes, ma'am—the shoe you're wearing.” 








COLONIAL CHARM 
Makes New Shoe 


**WVE wish the customer to feel right at home,” says 
proprietor Leon Badagliacca, of the Ped-Agree Shoe 
Co., Paterson, N. J., “so we designed our new store to 
be as faithful a reproduction of the living room of a 
colonial home as the outer dimensions of the store 
would permit. When the customer drops in, we wish 
her to feel as much at ease as if she were sitting in the 
living room of a beautiful home. If the customer is 
completely relaxed and comfortable, she will stay for a 
thorough and complete fitting. We wanted to get as far 
away as possible from the cold ‘wrap and take it’ at- 
mosphere of most retail stores, and instill a feeling in 
the shopper’s mind that she enjoys visiting the Ped- 
Agree store.” 





Store 


S ST Oy Srey 





aT wee 


The white front stops the shopper—the invisible glass 
makes the shoes almost touchable. 


Here is a Paterson, New Jersey, Mer- 
chant’s Idea of “Homey Touch” te Art 
of Thorough and Complete Fitting. 
A Setting Worthy of Fifth Avenue 


The white front of the store is designed with all the 
simplicity of an early colonial shop and stands out like 
a “lump of sugar” on a street of average faced stores. 
The simple doorway is flush with the sidewalk and 





The unique backless window adds light to the 
store and is a convenience to the customer pick 
ing out shoes on display. 








glass 


Il the 
t like 
tores. 
; and 


The colonial arched balcony and 

double staircase cuts the length of 

the store and lends an attractive 
rear store effect. 


Distinctive 


In the children’s balcony, colonial cupboards 
for interior display—indirectly illuminated 
balance the doorway. 


balanced by two proportionately sized windows. The 
small panes of glass stretching across the front over the 
doorway flood the interior with natural sunlight. Black 
and white striped awnings over each window give a 
warmth to the front which nullifies any possible severity 
which the simplicity of the front might cause. The dis- 
play windows are of curved invisible glass and the win- 
dows are designed without backdrops. The shoes on 
display are equally conspicuous to the customer in the 
store as to the shopper on the street. 


S6WVE asked several customers,” says C. S. Krieger, of 
the store’s selling staff, “if they minded being fitted in 
view of the person on the street, and all replied in the 
negative.” Mr. Krieger, who designed the store in col- 
laboration with a local architect, says that these open 
displays have proven extremely useful in selling shoes. 
A customer can enter the store, point out the style of 
shoe on the display she particularly likes, and save con- 
siderable time for herself and the salesman. 

Seats for the customers consist of comfortable easy 
chairs attractively placed around the store. No fitting 
stools are used, but instead matching foot rests are 
placed in front of each chair. The salesman sits on the 
foot rest and places the customer’s foot on the edge. 
End tables and floor lamps are arranged around the 
room to complete the feeling of informality. In fact 
there isn’t even a fitting stick in sight to detract from 
the homelike atmosphere. 

The entire floor space of the store is covered with a 
rich red carpet, adding warmth to the interior and soft- 
ness underfoot. The carpet extends up the double stair- 
case on each side of the store to the balcony children’s 

















by JOHN F. W. ANDERSON 


department which is designed in the same practical 
good taste. The orthopedic department is located under 
the balcony, forty feet from the entrance to the store. 
Stock room, wrapping counter and repair shop are in 
the rear, hidden from the customer’s view. An elevator 
is located in the rear for convenience in getting to the 
second floor offices or basement storage space. 

The walls of the store are painted pale blue and the 
trim is white. Lighting is by a huge glass chandelier 
in the center of the store, brackets on the walls, and 
floor and table lamps. Window displays and alcoves are 
bathed in brilliant fluorescent light. 

In their former store, says Mr. Badagliacca, they con- 
centrated almost wholly on orthopedic shoes, but in 
their new store they are going to take advantage of the 
smart trade their beautiful store is drawing and give 
more attention to style shoes for women, concentrating 
in the $6.75-$9.75 price range. Shortly, they hope to 
have rooms fitted for orthopedic work in the back of 
the second floor balcony and, in the future, a large 
men’s department in the basement. 

The new store of the Ped-Agree Shoe Co. at its new 
location at 171 Market Street, is the culmination of 45 
years of continuous progress in Paterson. Their new 
store and expanding policy augers well for a successful 
future. 
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IN-STOCK BUYING AIDS 


STEADILY improved in-stock department operation 
by shoe manufacturers, particularly manufacturers of 
advertised lines, is being used to the fullest advantage 
by Dobyn’s. 

Not so long ago, dependence on in-stock departments 
for complete replacements by a store doing a fair 
amount of business was not very satisfactory. Now 
this service to retailers is so good that buyers are 
turning to these departments for a considerable pro- 
portion of their at once needed sizes in good selling 
numbers. 

Regardless of how closely a buyer watches his size 
schedule, it is practically impossible to place an order 
for 300 to 400 pairs on any style at the beginning of a 
season, then expect the ordered size schedule to sell 
out to a pair. Sizes never sell according to size chart 
schedules. One day all the 74% AA’s will go, while 
another day the 6 B’s may be cleaned out. 

Patrons want shoes immediately. While shoes from 
in-stock cost a little more, the extra cost is far out- 
weighed by the saving of a sale. No store can afford 
to permit a customer to walk, through the loss of the 
right size. 





by T. P. HUNTER 
Manager Dobyn’s, Long Beach, Calif. 


Remember the other stores have good shoes and will 
treat the trade right, too. 

A method worked out here has proved most satis- 
factory in utilizing a factory’s in-stock department. 
First, a master basic stock chart is made for every 
line that is factory stocked. These charts represent 
what sizes we feel should be on the shelves or on order 
at all times. An initial make-up order of from 200 to 
300 pairs is placed at the start of the season. Depen- 
dence on replacements comes from the in-stock depart- 
ments for the rest of the season, save in cases where 
the shoe is a year around seller, when then a certain 
number of make-ups are ordered. However, in this 
case, quick size-ups are always placed from the stock 
departments. 


TWO charts are used as illustrations, one from the 
women’s and one from the children’s sections. 

The woman’s shoe is a white oxford, carried the year 
around. Just as many sizes are racked by us from 
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Fully 80 per cent of the shoes shown in this play and 
resort window of Dobyn’s are in-stock shoes. Business 
in these shoes last year was the greatest in the store’s 
history and sales for the first quarter this year 
exceeded the total volume last year. This remark- 
able record would not have been possible save for 
the part played by in-stock departments at the 


various resources. 


November to March as from March to November, con- 
sequently this shoe sells readily every month in the 
year. It would not sell so well if complete sizes were 
not kept up at all times. 

It is comparatively easy routine for the buyer of this 
department to take off sizes each Monday morning on 
this and other in-stock numbers, compare the sizes on 
hand and on order with the Master Chart, then to order 
in the needed sizes. The number in this case is an 
all white, low heel oxford, carried from Quads to C’s 
and from three to tens. 


TAKE the all-white elk finish lace boot stocked in 
A, B, C and D’s and carried from infants’ 4’s to 
misses’ 1’s. Sizes are constantly kept up to the sched- 
ule of the Master Chart every week in the year, con- 
sequently the shoe is a “best seller” with us. 

One important basic feature of operating a successful 
children’s department, one that is often overlooked by 
general shoe stores, is the absolute necessity of selecting 


PROFITABLE 
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wiotk 
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Right: — Basic master chart for 
a children’s allawhite boot. 
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children’s styles with as much care and as much thought 
as to current fashion trends as is given the selecting 
of women’s shoes. Dobyn’s entire children’s set-up 
depends on in-stock service, yet it does keep up the 
fashion viewpoint. Our children’s business has grown 
steadily through the years and the excellent in-stock 
service rendered us by the factories has been an impor- 
tant contributing factor. 

Should sales on any stock shoe run light at any one 
time and only ten to twenty pairs are needed, the 
ample store reserve will tide over replacement buying 
for another week, when orders can be placed to make 
a worth-while shipment. 

One possible drawback on this method of complete 
size runs at all times is that the sales organization will 

[TURN TO PAGE 30, PLEASE] 


Besides Enabling a Family Shoe Store 


to Keep Inventory Down, Modern In- 


Stock Also Assists Merchants in Main- 


taining Complete Stocks, Thereby Giving 


Customers Correct Fitting at All Times 


OPERATION 


10) —/ 11) —)12)—|13|/—/14 


Left: — Master chart 
basic stock for a white low heel 
oxford of which the store sells 
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Better Service on 
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Smaller 


In-Stock Buying Helps the Retailer Speed Up Turnover, Keep 


His Stock Cleaner, Have Needed Sizes and Avoid Costly Mark- 


downs. William Pidgeon, Successful Rochester Retailer, Ex- 


plains Practical Merchandising Advantages of In-Stock Service 





ADVANTAGES OF IN-STOCK SERVICE 


In-stock service provided by the shoe manufacturers of 
today enables shoe merchants to do business on a smaller 
investment, in other words to keep their inventory at a 
minimum. 


By keeping the inventory down, it is possible to show 
a better stock turn and operate more profitably. 


In-stock permits the retailer to give beter service to his 
customers by speedy replacement of styles and sizes. 


It helps him to minimize the hazard of obsolete stock 
from sudden style changes. 


The dealer not only has a better turnover and cleaner 
stock, but he has fewer costly markdowns. 


Corrective shoes can be supplied to those requiring 
them without carrying a complete line of various types in 
a multitude of sizes. 





WHEN shoe retailers pause to count their seemingly 
diminishing blessings, the opportunity to buy in-stock 
footwear direct from the manufacturer may be found 
to head the list of the ones that remain. 

Nor is it a one-way benefaction. 

Shoe manufacturers who are prepared to fill orders 
instantly from their floors have a better chance to get 
more orders and to do more business, although on 
final leftovers they may be left “holding the bag.” 

But as mounting expenses add to the cost of carrying 
on the retail shoe business, as inventories of individual 
stores must be kept at a minimum if they are to sur- 
vive, the retailer has stronger reasons than usual this 
season for taking advantage of the manufacturers’ in- 
stock service. 

It enables the retailer to do business on a smaller 
investment when pressing obligations of higher costs 
compel him to do so. 

It permits him to give better service in speedy re- 
placements. 


The dealer has a better turnover and cleaner stock 
in consequence and, finally, he has fewer markdowns. 

There was not much style in shoes 40 years ago, nor 
was there any such infinite variety of sizes as exist 
today. 

Jobbers whose warehouses were in convenient loca- 
tions throughout the country sold to retailers in large 
quantities, and the latter had no difficulty in making 
replacements in not-very-numerous sizes. 

But as the quality of mechanized shoemaking im- 
proved, shoes were produced in quantity to fit any feet. 

The ingenuity of designers was turned to the crea- 
tion of footwear of appealing beauty and variety, and 
style consciousness on the part of the people developed 
along with them. 

Retailers were faced with the necessity of making 
large investments, absorbing losses as sections of it 
became obsolete, or the alternative of delays as they 
put through special orders to be made up at factories 
to provide replacements. 

To meet this situation manufacturers began to make 
up large stocks of shoes to remain on their floors await- 
ing orders from retailers—in a sense becoming their 
own wholesalers. 


PERHAPS no retailer in the country has given more 
thought to the advantages of making use of in-stock 
services of manufacturers than William Pidgeon, presi- 
dent of the Rochester Shoe Retailers Association, long 
a prominent figure in national and state shoe and 
leather conventions. 

“For the average retailer, exclusive use of made-up 
shoes is impossible,” said Mr. Pidgeon. “He has to 
use stock shoes if he is to get turnover, like it or not. 
Chain stores have large departments of in-stock mer- 
chandise from which to pull. The independent retailer 
must do the same. 

“Some retailers size up every day, some every week. 
A salesman comes along and we buy 36 pairs of shoes 
from him, sell eight pairs during the week, refill ever) 
Saturday night, and the sizes that we wanted are back 
on the shelves by Wednesday or Thursday. 
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Inventory 


by CLARENCE A. LITTLE 


“If we did not get in-stock shoes it would take three 
or four weeks to have them made up and by that time 
the whole situation would have changed—with many 
more sizes missing. 

“The cost of doing business is running up. The 
demand for styles is so insistent, there are so many 
more sizes necessary to give a fitting service than there 
used to be, it is imperative to carry a larger stock than 
formerly. But to carry all of the sizes would require a 
stock the size of a wholesale house. 

“Through the use of in-stock service it is possible 
to supply all kinds of corrective shoes without carrying 
full lines—to keep the stock down and still have all 
sizes. 

“Suppose a man starts a shoe store and buys 1000 
pairs of shoes at $5 a pair. He has got $5,000 tied up 
in stock. He must have 30 or 40 different styles, which 
means that he will only have a hundred numbers or 
so of each style and could only buy one pair of a size. 

“If in-stock shoes were not available his sizes would 
all be broken up in a week. He would still have a 
large number of shoes on his shelves, of course, but 
could not supply customers with sizes. 

“Selling shoes is different from selling washboards. 
If a retailer does not have sizes and widths readily 
available he will go broke. With in-stock shoes to draw 
from, he can make quick turnovers while keeping his 
investment down. 

“Women’s shoes run up to size 11, yet not more than 
three pairs of the largest size may be sold in a year, 
contrasted with 24 pairs of another size that may be 
sold out of the line in that time. It is no longer neces- 
sary to keep the larger size on hand. The dealer simply 
says to the customer: ‘You have a difficult foot to fit, 
but we will have your size here in three days.’ 

“She is satisfied, the sale is made, but the money is 
not tied up in these shoes a long time. 

“Retailers have to take their chances, generally, with 
novelty shoes, buying only what they think they can 
sell. But in-stock shoes may be had for most of the 
lines now for replacements, bringing the greatest bless- 
ing of recent years to the retailer. 


WILLIAM PIDGEON 


Owner of Pidgeon’s Shoe Store, Rochester, N. Y., and 
prominent locally and nationally in the retail shoe 
trade tells how in-stock service helps the merchant. 


“Some manufacturers now exercise control over in- 
ventories, install accounting systems and aid in plan- 
ning, thereby marking a beginning of what may be 
more ideal conditions for many retailers in merchan- 
dising.” 

Neither a manufacturer nor a retailer can afford to 
have on hand a large stock of footwear of radically 
different design. 

Perhaps that was first demonstrated strikingly long 
ago when a manufacturer, now deceased and the fac- 
tory closed, built 5000 pairs of high grey kid button 
boots, very stylish with 18/8 Louis heels. They were 
to sell for $12 a pair and, since the cost was $10 a 
pair, exactly $50,000 was tied up in them. 


EMMEDIATELY after they were finished, kid boots 
went out like a light. The price first dropped to $9 a 
pair. 

“The first loss is the best loss,” he was advised when 
admonished to sell and get out from under. 

“Not when it is going to cost me $1,000,” he an- 
swered, and held on stubbornly while the price of kid 
boots imitated a meteor in its downward flight—$7 . . . 

[TURN TO PAGE 30, PLEASE] 
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Coordination of Footwear with Other Items in 


Juvenile Apparel Can Create Demand for Ex- 
tra Pairs, Style Conference Committee Is Told 


at Meeting at the Waldorf-Astoria, New York 


RUTH H. KERR, style analyst of The Calf 
Tanners’ Association, speaking at the Chil- 
dren’s Style Committee meeting at the Style 
Conference, discussed the style and color 
picture in its application in the juvenile field. 


STYLE PLAYS 


IN CHILDREN’S SHOES 


NEW YORK.—The session of the Children’s Style 
Committee held in connection with last week’s Style 
Conference at the Waldorf-Astoria was marked by a 
larger attendance than has been usual at this, the con- 
cluding meeting of the conference, and those in attend- 
ance were rewarded by a very comprehensive style pic- 
ture in the juvenile field, not alone for the present 
Spring but in preview for the coming Fall. 

It was pointed out that problems of lasts, orthopedic 
requirements for growing feet and general design have, 
over the past decade, been pretty well worked out, that 
the modern juvenile lasts have been constructed to give 
greater freedom of movement and allowance for growth 
in the forepart, that heels have been shaped wider at the 
bottom, and closer at the top, and bottoms contoured 
properly, and that a consciousness of these accomplish- 
ments and their necessity has been created in the minds 
of parents. 

The next step is to develop the style angle, in the 
opinion of the speakers, and to create a demand for the 
extra pair or pairs for the child’s wardrobe, just as they 
have been created for proper coordination between foot- 


wear and the other items of the toilet in the women’s 
field. 

With this thought in mind, Margaret Stone of Good 
Housekeeping, gave a talk on the character, styles and 
prevailing colors to be used in children’s ready-to-wear 
clothes, demonstrating these by children ranging in age 
from a tot of four to a girl of fourteen. Miss Stone 
was followed on the program by Ruth Kerr, stylist, who 
brought out the properly coordinated shoes for the 
various types of frocks and coats. It was suggested by 
Miss Stone, that in promotion of styled footwear for 
children, whenever practical, displays of frocks for 
which shoes were suitable should be a part of the store 
picture. 

In discussing basic styles and colors, Miss Kerr drew 
attention to the importance of the moccasin type pattern 
and its modifications in ornamentation and application, 
and even the growing demand for shoes of regular 
moccasin construction, supplied with soles of crepe or 
composition. She warned about the extension of elasti- 
cized shoes down into the children’s division, since these 

[TURN TO PAGE 36, PLEASE] 
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New Treatments in Fall Leathers 


Interesting Among the New Treat- 
ments are a Smooth Leather Which 
Has Been Given the Appearance of 
a Crushed Surface and a Few Very 
Fine Leathers Specially Tanned 
for Extra Flexibility and Softness 


THERE was plenty to interest the inquiring reporter 
in the 52 exhibits displayed in the Grand Ballroom of 
the Waldorf-Astoria, New York, at the recent showing 
of the Tanners’ Council of America. More sueded and 
smooth surfaces were shown, of course, than any others. 
Increased interest in brown and blue is noted. Two 
shades of brown are liked—-Conga Brown and Cordo- 
van. The latter is a favorite in both low and high- 
heeled types in smooth leathers. 

Tan is expected to have unusual importance for an- 
tiquing in walking and spectator types. The new gun- 
metal shade is being talked of as an interesting new 
idea for lightening up a black shoe. Patent leather, 
especially as a trim, is considered good for Fall busi- 
ness. The combining of two surfaces in one shoe has 
become so important that one tanner has set to work 
and done a specially superb job in color matching in 
his smooth and sueded leathers. 

In addition to the official T.C.C.A. Fall colors, there 
is a wide choice of other shades in the same color fam- 
ilies, suggesting the possibility of attractive ombré 
treatments. A variety of greens, for instance, was out- 
standing in one exhibit. 

Several important trends emerge from this showing 
of Fall leathers. Surface interest—by means of crush- 
ing, graining or other methods —is on the increase. 
More very soft, pliable leathers are being made for use 
in elasticized shoes and for bags. And there are more 
washable leathers on the market. 

In the leathers with surface interest, the most exciting 
new development is a smooth leather which has been 
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Above: Very fine, selected calfskins, tanned by a special 

process, have been used in this draped sandal and soft 

feminine handbag. This fine pliable leather has been 

christened Mezzo Calf and is a new product of the 
Ohio Leather Company. 


And left to right: Soft natural grain kidskin is used for 

this attractive new wedge heel pump in Promenade 

Green. The leather is especially suited for leading 

style ideas in Fall shoes. It has been named Bali Kid 

and is made by the Standard Division of Allied Kid 
Company. 


A new kind of tannage gives the leather in the high heel 

oxford the appearance of crushed kidskin. Actually it has 

@ smooth surface which can be polished. The marbled effect 

of the leather is charming and unusual. Allspice is its name 
and it is made by John R. Evans & Company. 


given the appearance of a crushed leather. Crushed 
leathers are being featured in many lines. Alligator 
calf, so popular this past Fall and Winter, is expected 
to have an even bigger season this coming Fall. Other 
types of reptiles—real and simulated—will also con- 
tinue. There are some new frog grains which are very 
interesting and attractive. Like alligator, lizard and 
snake, they will be best in combination with another 
surface, such as suede. 

There are several other interesting new grains: one 
patterned after the design of a sponge; a shark grain 
on genuine buffalo for children’s shoes and an ostrich 
for trim on men’s white shoes. A genuine seal with 
water marks is being featured by one company for use 
in unlined shoes. A pig print, already in some Spring 
shoes, is being continued for Fall play shoes. 

Another unusual idea has been worked out by two 
tanners, who are backing their leathers in such a way 
as to produce a raised, patterned surface. The effect is 
new and unusual. 

As beautiful as anything on the market are the very 
fine, supple leathers being made by a few leading tan- 
ners. These extra pliable leathers, made of the finest 
skins and intended especially for elasticizing and for 
handbags, should have unusual importance this Fall. 
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@N the farm there is a saying: “What you know in 
September, you forget next May.” In other words, it 
is planting time now and you should be remembering 
what happened at harvest time last Fall, so that you 
won't make the same mistakes twice. 

If we all kept daily diaries and made them thor- 
oughly informative, we might be better able to plan 
ahead. We are somewhat fortunate in having complete 
files of the Recorper available to measure what hap- 
pened last Fall, so that we can talk about it now. 

None of us, I guess, has forgotten the slow, stale 
opening of the Fall season of 1939. Merchants walked 
down the traditional groove of dumping their white 
shoes in June and July so that they could open up with 
a Fall “bang” August 15. But weather and whites 
continued to be in the public-mind right through Au- 
gust and into September. The Fall season, instead of 
opening with a bang as expected, dribbled along and 
the war scare was no help to the merchant's situation, 
although money in public pockets was wage-high. 

Last week the suggestion was made by a keen obser- 
ver that “Labor Day be advanced from the first Monday 
in September to approximately the 15th of September 
or, to keep the Monday sequence, the third Monday in 
September—thus extending the Summer season and 
starting the promotion of Fall footwear on or about the 
time when people are strongly Fall-shoe minded.” 

There is a precedent for changing dates as we all 
remember how Thanksgiving was pushed back to 
lengthen out the merchant’s holiday season in 1939. 

This idea of advancing Labor Day is more than just 
a merchant movement. It is well-founded in the desires 
of the American public. The first weeks in September 
are Summer weeks, despite the calendar observation of 
a Labor Day. 

For fifty years or more we have had Labor Day the 
first Monday in September, because it was supposed to 
bring out the solidarity of the labor movement prior 
to the heavy work period of Fall and Winter. Of late 
years, however, Labor Day has just been another holi- 
day because Labor has had its victories, without pa- 
rades, on practically every work day of the year. So 
the term Labor Day is simply a symbol of the end of 
the Summer season. Coming as it does this year on 
September 2, it upsets the country in many ways. It 





OUTLOON 


Labor Day as a Selling Symbol 


by ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


automatically cuts off the vacation period too soon. It 
makes every kid in the country a calendar-rebel because 
the day after Labor Day is standard in so many places 
for the beginning of school. We could go on and give 
you a dozen more reasons why a mid-September Labor 
Day would be a good thing for the nation, but your 
mind can walk down that path. 

Every merchant of shoes and wearing apparel would 
welcome a mid-September Labor Day because it would 
make very distinct the Summer selling season, as well 
as start the Fall selling season. 

Here we are, heading into a Summer season, and if 
we continue to act as in the past, we'll get nervous in 
June, start clearing and be out of sizes and widths by 
the 4th of July and then, when the public wants, what 
it wants, when it wants it, it will be out of luck on 
regular whites and regular shoes. Much more out-of- 
luck will be the merchant who follows the sheep over 
the clearance fence and throws away all his mid-Summer 
profits. “Whatinell” is he in business for? To play 
“clearance-tag” with his competitors or to buy and sell 
in orderly service to a public that would like to see a 
little more sanity in retailing? 

We have an opportunity, this year, of making a 
perfect Summer selling season in whites and Summer 
shoes. 

Just as sure as one catastrophe continues to multiply 
itself, the nervous retailer, with inventory on the shelves 
will dump his Spring shoes in a panic of premonition. 
What he hasn’t sold in the first quarter, he will dump 
to pollute the second quarter and then he will look 
upon his Summer and white season as a “quick in and 
out” proposition, having focused his eye on August 
15—when he hopes to recoup his losses—and make 
his profits in the last four months in the year. 

It is true that department stores are in the red up to 
September and are pulled into the black by wild mer- 
chandising in December. How much better off mer- 
chants would be if they could rally round a mid-Septem- 
ber date—whether officially Labor Day or unofficially 
“Merchant’s Starting Day.” 
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This is NATIONAL 
FOOT HEALTH WEEK... SO 


ET’S LOOK ar tHe RECORD! 


THIS WEEK health shoes are in the spotlight . . . a good time 


of your standing in this extra-profit end of the shoe business. 
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CONFORMAL’S claims are NOT exaggerated. They 


are accepted for Advertising by the AMERICAN 

MEDICAL ASSOCIATION! A WORD TO THE WISE: 
Many new outlets will soon be selected in a 
big new promotional campaign. Alert mer- 
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The main floor section of 
the Crawford store pre- 
sents this attractive busi- 
nesslike appearance, 
looking toward the two 
entrance doors. To the 
left may be seen the 
metal railing leading to 
basement departments. 


STORE IN PEORIA 


Mlodern Departmentalized Setup Used in Remedeled Store of 
W. J. Crawford, Well Known Peoria, Ill., Shoe Man, Who Op- 
erates Three Other Stores and Two Departments in Illinois 


AFTER weeks of remodeling, Crawford’s Super Shoe 
Store held its formal opening last month. The store 
was beautifully decorated with floral pieces sent by 
more than a dozen shoe manufacturers. It was planned 
to give a rose to every lady entering the store and a 
hundred dozen of these were ordered. These were ex- 
hausted by 2 o'clock of opening day, March 16. More 
than 5000 persons visited the store. These included 
representatives of several manufacturers. 

Interviewed in the late afternoon, W. J. Crawford, 
proprietor, said, “This has been a great day—the great- 
est in my whole business career. It’s a great feeling of 
satisfaction to know that one has thousands of friends 
and well wishers who will take time off to compliment 
us on our beautiful new store.” 

Through the acquisition of the adjoining store room 
at 319 Fulton Street, Crawford’s Super Shoe Store— 
and it is super in every respect—has a frontage of 32 ft. 
and a total of 6434 sq. ft. of selling space. Nearly $7,- 
000 has been expended in the remodeling and expand- 
ing project. 

The front is constructed of black vitrolite. By an in- 
genious arrangement of display windows, 64 running 
feet of display space has been achieved. Windows are 


to be departmentalized so that each department will 
have an exclusive unit for its representation. 

Rich floor coverings, walls softly decorated and the 
entire store beautifully lighted with the latest fluorescent 
lighting assures a maximum of shopping comfort and 
convenience. Crawford’s is the first retail store in 
Peoria to install complete fluorescent lighting. Increased 
shelving and fixture capacity furnish accommodation 
for an average stock of 21,000 pairs of shoes for men, 
women and children. The large amount of floor space 
enables frequent re-arranging of chairs and prevents 
overcrowding on peak days. 

The main floor departments are exclusive. The men’s 
and boys’ department or “den” is harmoniously fur- 
nished in a man’s atmosphere. The children’s depart- 
ment, featuring Buster Brown and Robin Hood shoes, 
appeals to juniors of all ages. The women’s department 
is the last word in new and novel equipment. 

Mr. Crawford is an enthusiastic booster of nationally 
advertised merchandise. The store features four ex- 
clusive nationally advertised brands for men, five for 
women and the two mentioned for children. 

He is also a firm believer in fitting every foot prop- 


[TURN TO PAGE 36, PLEASE] 
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ith Tan * White with Blue * White witl 


The Cruise 


AAAA.... 5109 
AAA... 444109 


The Dixie 


AAAA.... 5109 
AAA... . 444109 


With 17/8 leather heel. 
In white suede with 
Turf tan trim, white 
suede with block pat- 
ent trim, or white suede 
with Airway blue calf 
ester, With 21/8 covered 
heel. In white suede 
with Turf tan trim and 
white stitching, white 
suede with black pat- 
ent trim and white 
stitching, or white suede 
with Airway blue calf 
trim and white stitching. 


These are the shoes that are destined for fashion prom- 
inence this season. And their smart fashion-rightness 
gives you an assurance of profitable, volume-building 
business. 


These two numbers, made with the patented Tango 
flexible-instep feature, are so outstandingly attractive 
—so expertly made—so comfortably designed—that 
women will simply find them irresistible. 


Be sure that YOU are in a position to capitalize on 
these important footwear “MUSTS.” Order today—for 
immediate shipment. 


BRAUER BROS. SHOE CO.°¢ SZ Louis 





BOOT anv SHOE RECORDER, April 13, 1940 








All the “hot air,” the “bunk,” the 
“hooey” in the world won't make Mr. 
Consumer buy the second time if he 
is not satisfied with his first purchase. 
So the wise advertiser must speak 
truthfully of the merit of his product. 
He can expatiate on that merit, he 
can even “puff a little” —ali salesmen 
put their best foot forward—but fun- 
damentally the wise advertiser must 
be truthful or the public will find him 
out and his expenditures will bring 
him no return.—George W. Hill, Pres- 
ident, American Tobacco Co. 

a * * 


Style Note 


According to the consensus at the 
meeting of the Men’s Style Commit- 
tee, April 1, in New York, antiquing 
is going to be very important in men’s 
shoes next Fall—especially in the 
darker shades. This holds true in all 
price groups but particularly in lower 
prices and a possible trend back to 
natural leather finishes in the higher 
price brackets. There was a feeling 
that there is a danger in darker stain- 
ing in that it may lead to a larger 
sale of black shoes. But we feel that 
the darker finish may draw many con- 
firmed black shoe wearers into dark 
brown. 

We have noticed, confirming this 
trend, that a considerable number of 
men’s shoe stores are displaying 
brown shoes, antiqued in the darker 
shades, for Spring. 

Bootmaker’s finish, according to 
stylist Ruth Kerr, originated in Eu- 
rope as a treatment for ski boots—to 
make them softer, more pliable and 
waterproof. It was brought to England 
as a finish for street shoes and thence 
to the United States where it has 
reached its greatest popularity this 
year. 

In view of its accepted English 
descent, the theme of most antiquing 
displays is, and appropriately should 


by JOHN F. W. ANDERSON 


be, Old English—stained wood back- 
ground, pictures of English squires. 
small models of custom shoemakers, 
rich leather skins, shoemaking tools 
eand bench, elk horns, pots of stain, 
examples of shoes, before and after 
treatment, advertising copy written in 
Old English script on ancient scrolls, 
etc. 

Future style hint— a new suntan 
bootmaker’s finish has recently been 
seen on better grade shoes from Eng- 
land. 

o- @M 

“Every day ... more exquisite and 
exclusive Wedges arrive to glorify 
fashionable Spring apparel.” 

(O’Connor & Goldberg, Chicago) 

* . +. 
Correct Ensemble 


In conjunction with their window 
display of men’s shoes for Spring, the 
A. S. Beck Shoe Store, 125th Street, 
New York City, has placed a series 
of miniature male figures in the win- 
dow—each dressed for a particular 
occasion—each wearing a miniature 
pair of appropriate A. S. Beck shoes. 

The models are two and a half feet 
high, and the shoes are about two and 
a half inches long. The models are 
perfectly proportioned and clothed in 
appropriate garb, from head to foot, 
for street, country wear, sports and 
leisure. Each model is placed before 
a suitable background in bas-relief 
—one of a skyscraper setting, one a 
country club, one a golf club, and one 
by a swimming pool. Each an aid to 
the selling of shoes by the selling of 
suitable environment. 

* * * 


To Complete the Picture 


“You will notice that we have four 
full length mirrors in our store,” said 
John Harris of the Ross-Harris Shoe 
Store, 46th Street, New York City. 
“Now some stores don’t believe in full 
length mirrors, for they feel that they 


detract from the shoes on the cus- 
tomer’s foot which should be the con- 
centration of the moment. We feel 
that a full length mirror sells shoes 
for a customer can see her shoes in 
harmony with her whole costume- 
she can also compare her costume 
with the shabby shoes she possibly 
wore into the store.” 
- . - 


Employees Buy Too! 


The employees shopping problem 
was effectively solved this year at the 
main floor women’s shoe department 
of the Gold and Co. department store, 
Lincoln, Nebraska, by holding two 
“employee shopping nights” during 
which one half of the sales force was 
on duty at a time to wait on the other 
half. As a further incentive to get 
salespeople to concentrate their buy- 
ing on these evenings, they were of- 
fered a 20 per cent reduction on all 
purchases. 

“The arrangement is extremely 
beneficial in two ways,” explains 
buyer V. H. Caton. “First, it re- 
lieves tension among the salespeople, 
making them more efficient. When 
they get their own shopping off their 
minds early in the season, they aren’t 
constantly asking for time off and 
their minds don’t wander all over the 
place. Second, the employees who 
have done their own buying talk about 
what they have bought to their rela- 
tives, friends and regular customers 
and create buying enthusiasm.” 

The employee nights are held early 
in the season, the departments are 
opened at 7:30 and remain open until 
10:00. One evening half the sales 
people are on duty, the other half 
free to shop. The second evening, the 
groups are reversed. 

ei6 5 
Silent Salesmen 


Mail order stations are set up in 
various sections of a prominent New 
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BEST IDEA OF THE WEEK 
BREAD AND BUTTER 
(S. Dalsimer & Sons, Inc., 1211 Chestnut St., Phila.) 


O. P. Ideator—“It seems to me that so many shoe 
stores have become high style minded that they must be 
neglecting to keep an adequate stock of their basic 
types.” 

Mr. Murray S. Rolfe—‘In the midst of all this so- 
called Wedge excitement, I would like to call your 
attention to a very successful promotion being carried 
on by our store at the present time. In fact, I think 
that this reprint of one of our newspaper ads of an 
attractive women’s oxford speaks for itself.” 


O. P. Ideator—“I was afraid that when you men- 
tioned promotion that I was about to hear about 
how you were sweeping the market with some new 
‘hot’ style before any of your competitors could catch 
up with you.” 

Mr. Rolfe—*No, my opinion is that of a style-minded 
shoe man who has come down to earth. We have found 
in our store that many high style minded women have 
more common sense than we have given them credit 
for having.” 


O. P. Ideator—“It’s news to me when you say that 
women who buy some of these new-fangled shoes have 


any sense.” 

Mr. Rolfe—“We have found out that the well-dressed 
woman today realizes that to be able to continue to 
wear smart looking shoes she must have one or two 
pairs of the so-called ‘basic bread and butter’ shoes 
in her wardrobe.” 


O. P. Ideator—*For shopping and street wear, I pre- 
sume.” 


Mr. Rolfe—“Yes, and today a smartly dressed woman 
can buy basic or classic shoes that are attractively 
styled and don’t look like old ladies’ running shoes.” 


O. P. Ideator—“In other words, one must not over- 
look ‘bread and butter’ in this shoe wearing world of 
ours for a shoe business can’t be all ‘cake and frosting’.” 


Mr. Rolfe—*“Yes, and we hope that this will be good 
advice based on experience to any of your readers 
who might be tempted to let the backbone of their 
business get away from them in the midst of high 
style excitement. Here at Dalsimer’s our slogan is ‘tis 
a feat to fit feet’ but together with our high style shoes 
we carry enough basic styles in sizes and widths so 
that it is as little a ‘feat to fit feet’ as possible.” 











York department store. Each station 
consists of a board display advertis- 
ing low-priced features of the day. 
Below the list of specials, a shelf con- 
tains a stack of order cards which can 
be filled out by the shopper on the 
spur of the moment with the required 
items, name and address, and charge 
or C.0.D. checked. The card is then 
dropped in an adjoining box and the 
store does the rest. Here is an idea 
that could be used at the front of any 
shoe department for the convenient 
sale of hosiery, garters, shoe horns, 
laces, polishes and other small items. 
* * # 


Feature Display 


Saks Fifth Avenue, New York de- 
partment store, recently devoted six 
of their front line show windows to a 
feature display of women’s shoes for 
Spring. 
Heels, soles, shanks, and other con- 
struction points were each given a 
window. The displays themselves were 
kept very simple with the major em- 
phasis in each window being devoted 
to a particular type of shoe—street 
shoes, walking shoes, play shoes, 
casual shoes and the Flying Carpet 
(Saks new shoe without center arch). 
The shoes were displayed on simple 
fence-like displays and the back- 
ground props were kept down to a 
minimum so that the display would 
not detract from the major emphasis 
in the window—shoes and their lead- 
ing style features for Spring. 


Dalsimer tells em, and sells *°em— 


in verse. 


Shoes and Music 


“You can’t fool Harlem about 
music or shoes—that’s why 2 out of 
three London customers come back 
for more” reads the background sign 
in the London Character Shoe Store, 
252 West 125th Street, New York 
City. 

And knowing how Harlem loves 
music, the manager has autographed 
photographs of well-known colored 
orchestra leaders adding to the inter- 
est in his window ‘display. And to 
make the atmosphere complete, a 
radio plays popular music within the 
store and is “piped” to window shop- 
pers through a built-in speaker fitted 
behind slotted louvers over the en- 


trance door. 
* * * 


Why Bring That Up? 

“What about this customer? Who 
is her reference?” These are the 
words written in soft pencil in the 
corner of the monthly statement that 
a certain New York shoe store sends 
to new customers whose accounts 
have been overdue for several 
months. Then follows a few words 
written in another hand: “She was 
highly recommended by Mrs.——.” 

It all appears like inside office de- 
tail which someone forgot to erase 
before mailing. But it sure does 
make the tardy bill payer sit up and 
take notice for fear of embarrass- 
ment. 




























**STORE advertising—to be effective—must coincide 
with local events. It must ‘click’ with the things the 
public is interested in at any given time.” 

This is the claim of H. H. Wallace, advertising and 
display manager for Perkins Brothers’ Department 
Store in Corpus Christi, Texas. 

Although Mr. Wallace has been with this store but 
a short time he has already chalked up several sales 
records to his credit. These records prove beyond ques- 
tion his ability to judge the market and his thorough 
knowledge of local events. The shoe department and 
the sportswear department, are the beneficiaries of Wal- 
lace’s latest efforts. 

The recreation department of the City of Corpus 
Christi always announces its Spring and Summer pro- 
gram about the middle of March. The announcement 
receives several columns of publicity, coupled with pic- 
tures of the parks and playgrounds, in the local press. 
This year in particular it attracted more attention, as 
there has been inaugurated a system of “supervised 
recreation” on the public playgrounds. 

Jumping the gun on other establishments, Wallace 
announced the early opening of the sportswear depart- 
ment and put in a window featuring “Kedettes.” This 
smart footwear is the United States Rubber Company’s 
contribution to sport attire. 





Well Timed Promotions 
SELL 
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H. H. Wallace, advertising and display man- 
ager of Perkins Bros., Corpus Christi, Texas, 
“jumped the gun” with this display of play 
shoes just before the city’s recreation de- 
partment announced its Spring and Summer 
program. 





Mr. Wallace next contacted the secretary of the 
Recreation Department, Miss Watkins, asking her to 
pose in the playground dressed in sport wear featured 
by Perkins Brothers. Miss Watkins donned a play suit 
designed and made by “Sandeeze” and posed in the 
tennis court for the photographer. She next appeared 
in a slack-suit, by the same manufacturer, climbed into 
a tree and had other photographs taken. 

The photographing of actual Corpus Christi “Career 
Girls” is another of Mr. Wallace’s ideas. This series of 
ads has been running for some time. Of course, the 
footwear in all pictures were “Kedettes.” 

Spotted on the Women’s Page in the same paper was 


SPORT SHOES 








Effective Shoe Store Advertising and 


Promotion is Assured of More Success 
in Ite Job of Bringing in Custom- 
ers When it Coincides with Events 


That Already Have Public Interest 


a stock photo of the U. S. Rubber Co.’s showing another 
model with “Kedettes.” A short caption under this 
photo announced the footwear shown would be obtain- 
able at a local store. The number of calls transferred to 
Perkins Brothers showed the effectiveness of the adver- 
tisement and the value of newspaper advertising. 

The announcement of the Recreation Department ap- 
peared on the page opposite Perkins’ advertisement. 
This gave the impression of a double truck advertise- 
ment. 

The whole idea attracted a great deal of attention. 
The sales on “Kedettes” for the following week showed 
conclusively Mr. Wallace had once more gaged his 
market correctly. 
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HERE |S YOUR 


Lyportusiily FOR MORE SALES— 
MORE PROFIT— 
MORE STEADY TRADE 


Ask a “Pro” which is most important in golf—distance or control / 
—and you'll find both vital. There is need for distance off the “Tee” 
and control on the “Green”. In the same way style and serviceability in 
men’s shoes combine to benefit you. Each is vital if you are to improve 
your “Stroke”. By using 


KISTLER “BENCH BRAND” 
SOLE LEATHER 


on men’s shoes, you will be sure of linking smart styling to service- 

ability* and thus create an opportunity for more sales, more profit, more 

gote steady trade. You'll have the proper “Iron” with which to cover ap- 

grad? re proaches and so realize every winning advantage. Express your in- 

perch on rest y terest in Kistler “BENCH BRAND” Sole Leather to your men’s shoe 
ws ; war oes X om manufacturer. 

sates tates He 
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FOUNOTO - 18640 


BOSTON, MASS. 


WESTERN DEPARTMENT IN CHARGE OF BERTRAM URBAN. 1012 NORTH THIRD STREET. MILWAUKEE. WISCONSIN 
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In-Stock Buying Aids Profitable Operation 


[CONTINUED FROM PAGE 17] 


go to the well filled racks in preference 
to the lines which may be somewhat 
broken. However, that’s feliowing the 
lines of least resistance. They want to 
sell fast, and we want them to, espe- 
cially when the store is filled, so no 
great issue is made when they some- 
times skip the slow moving P.M. styles. 


Keeping Orders Straight 


Orders to factories to consider 
unfilled in-stock sizes as cancelled 
eliminates a lot of trouble and mis- 
takes, experience here being that it is 
better to reorder missing sizes, taking 
chances that the factory will fill the 
order complete the second time, than 
to have both the factory and the store 


doing a lot of double entry bookkeeping . 


in an endeavor to keep the back order 
business straight. 

If a store was able to operate the 
entire merchandise on complete de- 
pendence on a perfect in-stock busi- 
ness, shoe retailing would be a sweet 
business. But then, there would be one 
large lot of competent buyers looking 
for jobs. 


Operate Radio Station 


Dobyn’s is a complete family shoe 
store. Yes, from an active, profitable 
costume jewelry department to a shoe 
repair shop. Separate rooms for chil- 
dren, women, men and even one for 
play and casual footwear, then a most 
active hosiery and bag department. In 
such a store, high style and staple 
shoes each play their own important 
part in keeping the store a live, going 
concern. Why we even operate a com- 
plete independent radio station from 
the store, one that serves all of 
Southern California. 

Most women want colorful, styleful 
shoes. Shoes of this nature are neces- 
sary to keep the store in step with the 
trend. We could not possibly operate 
without having a major part of the 
stock in shoes of this nature. 


Extra Profit Possibilities 


Cost of doing business today is so 
high that the extra profit possibilities 
offered through successfully merchan- 
dising good shoes obtained from re- 
liable in-stock departments greatly as- 
sist the profit making potentialities of 
this organization. 

Most of the store’s promotions and 
publicity is built around shoes having 
fashion features, yet the staples do 
come in for a share of the advertising 
and display highlighting. Staples are 
always kept in the windows and in in- 
terior displays. 

It is felt the good service rendered 
the store patrons through the always 
complete stocks of in-stock shoes goes a 
long way in making the name of 
Dobyn’s favorably known throughout 
our trading community. 





NEW SHOE FAIR CHIEF 


STANLEY HEALD 


Mr. Heald, who is president of The 
Stetson Shoe Ce., Inc., South 
Weymouth, Mass., was elected 
chairman of the National Shoe 
Fair Committee, composed of rep- 
resentatives of the National Boot 
and Shoe Manufacturers Associa- 
tion and the National Shoe Retail- 
ers Association, at a meeting in 
New York last week. This com- 
mittee will have charge of the 
sixth National Shoe Fair, dates for 
which will be announced shortly. 
Last year Mr. Heald served in the 
capacity of treasurer of the Na- 
tional Shoe Fair Committee. 





Better Service on 
Smaller Inventory 


[CONTINUED FROM PAGE 19] 


6S... yee cd 8: B8 .. i ie SE 
small, small change, lingering awhile 
at 25 cents a pair. 

“They'll come back,” he said. 

But they never did and were finally 
“given away” for six cents a pair— 
with close to $50,000 lost in them. 

When each merchant orders only as 
many pairs of novelty footwear as he 
is pretty certain he can sell, without 
expecting in-stock service for radically 
new designs, there is a lessened and 
fairer distribution of risks. But for 
the majority of lines in-stock service is 
available—valuable in permitting a re- 
tailer to fill orders promptly, giving 
more efficient service, keeping his in- 
ventories down, saving him money. 

Use it, then, and welcome the oppor- 
tunity. 


Wage-Hour Executive 
To Talk in Boston 


Boston, Mass.— Colonel Philip B. 
Fleming, Administrator of the Wage- 
Hour Division, will be the guest 
speaker at a Trade Meeting of the New 
England Shoe and Leather Association 
jointly sponsored with the Boston Boot 
and Shoe Club on Wednesday evening. 
April 17, at the Copley Plaza Hotel, 
Boston. Colonel Fleming will speak on 
the subject “Application of the Wage- 
Hour Law to the Shoe Industry.” 

Also scheduled to address this meet- 
ing will be Thomas H. Eliot, New Eng- 
land Regional Director of the Wage 
and Hour Division. Mr. Eliot will talk 
on “Enforcement of Wage-Hour Law 
in New England Shoe Industry.” A 
question and answer period will be held 
for the benefit of guests following th« 
conclusion of these addresses. 

This Wage-Hour meeting should 
prove of great interest to every mem 
ber of the New England shoe and 
leather trade. To the shoe manufac 
turers because they will be afforded an 
opportunity to hear from the Adminis- 
trator personally of the important con 
siderations which led to his recent orde: 
approving a flat minimum wage rate 
of 35 cents an hour effective April 29, 
for the shoe and allied industries. To 
the tanners, Colonel Fleming’s addres: 
should prove of unusual interest be- 
cause a Committee for the Leather 
Industry has recently been appointed 
to recommend a higher minimum wage 
rate for the leather industry—up to 
the 40 cent rate prescribed by law. 

All members of the trade are invited 
to attend this important meeting, 
whether or not they are members of 
the Association or the Club, according 
to Secretary Maxwell Field. Guest 
tickets are priced at $2.50 each, the 
exact cost of the steak dinner which 
will be served by the hotel. The meet- 
ing will be held in the Grand Ballroom 
of the Copley Plaza Hotel and is 
scheduled to begin promptly at 6:30 
P.M., on April 17. Address requests 
for tickets to the Secretary, Maxwell 
Field, 210 Lincoln Street, Boston. 


Vulcan Corp. Elects Officers 


PorTSMOUTH, OHnI0O—Vulcan Corp., 
Portsmouth, has elected Lawrence B. 
Eatterman a director, to succeed the 
late Harry S. Van Camp; and R. A. 
Westerfield, Cincinnati, was elected to 
a newly-created vice-presidencey. Other 
officers were re-elected. 


Shoe Department Enlarged 


LINCOLN, Nes.—B. C. Happy is now 
supervisor of the new and larger shoe 
department at the Famous department 
store here. Well known in Lincoln as 
a shoe executive of many years exper'- 
ence as a buyer and manager of shoe 
departments, Mr. Happy states tiat 
plans are under way for stepping uP 
sales in the new shoe department. 
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GATEWAY TO 
MORE PROFITS! 











* Kawneer Store Fronts boost business, increase profits. Up- 
to-date and modern, they attract today’s customers. Complete, 
they include various Rustless Metal Mouldings, Entrance Doors, 
and Porcelain Enamel Facing Panels in 27 attractive colors. 
Investigate patented Kawneer parts which hold show window 
glass in an almost human grip—to practically eliminate chance 
of breakage. Find out about other Kawneer features and upkeep 
economies. Deal with Kawneer—ORIGINATORS and world’s 
largest makers of Rustless Metal Store Fronts for over 35 years! 


KaWilee@ 


STORE FRONTS 











i co ont 

40 THE KAWNEER COMPANY, NILES, micu. ! 
! Send illustrated booklet on colorful, new Kawneer I 
| Store Fronts. 8-440 j 
| Name I 
i Street I 
i City State ; 
Ciccesidlitiailinidiiclinthcticnesinimpduddintniniaams daisies 
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Phone Calls Net Business 


by HARRY M. NELSON 
EB ECAUSE he was pressed for time, H. H. Dutch, 


manager of the men’s and boys’ shoe department at 
Capwell, Sullivan & Furth in Oakland, Calif., resorted 
to the telephone as a means of acquainting customers 
with exceptional sales values offered. Out of 150 
calls made, Mr. Dutch realized a sales return of 8 
to 10 per cent. 

“The results were very gratifying,” Mr. Dutch said 
“Ordinarily I wouldn’t use the phone, because I know 
many people resent being solicited in that way. But | 
was unable to get out as many letters as I wished, x 
I took a chance on the phone. My reception was ver) 
cordial. I talked to the wives mostly, because th: 
husbands were at work. They listened to what I had 
to say, and promised to tell their husbands. 

“I was surprised at the number who came in ani 
thanked me for phoning. Sometimes the husband cam: 
in alone. In that case he’d say, ‘My wife told me you 
phoned. She says you have some of those sport shoes 
I like. Let’s see a pair.’ This was usually a sure sale.” 

In phoning, Mr. Dutch said he made it a point to 
take into consideration the likes and dislikes of his 
customers. This information which was jotted down in 
a book for that purpose, was relayed to the customer. 

“I'd tell them I had a large stock on hand of a 
certain sport shoe or whatever the particular style 
desired happened to be. I did the same with children’s 
shoes. This little personal touch helped to build good 
will. The customer felt we were really looking out 
for his interest.” 

Because of the success enjoyed, Mr. Dutch plans to 
use the phone extensively. “It’s a quick means of getting 
results,” he explained. “And I believe it’s much better 
than a letter. A letter is too formal.” 


William J. Carey Retires 


Rocuester, N. Y.—William J. Carey, one of the 
best known shoe factory superintendents in the United 
States, has retired from active duties on the advice 
of his physician. 

Mr. Carey had a part in making revolutionary 
improvements in the shoe industry to which he gave 
forty years of devoted service, beginning as a boy in 
the shoe factory of the late John Kelly in Rochester. 

From there he went to the plant of Utz & Dunn, then 
one of the largest in the city, going through the vari- 
ous processes of shoemaking until he became super- 
intendent. He remained 25 years, until it was decided 
to discontinue the business. 

During the succeeding four years Mr. Carey was 
superintendent of the factories of Dunn & McCarthy 
at Auburn, N. Y. Then he accepted an offer from 
I. Miller & Sons to become superintendent of tleir 
factory at Haverhill, Mass. Later he went with Sclby 
Shoe Co., Portsmouth, Ohio, and subsequently was 
superintendent for Gray Bros., Syracuse, N. Y. 
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for prompt delivery, everywhere. 


foCarthy LAMBERTVILLE DIVISION OF 
te SERVUS RUBBER COMPANY 


th Selby Offices & Stock Rooms Factory & Stock Rooms 
ntly was 328-330 Broadway, New York City Rock Island, Illinois 























—Aaitt Dpems 


ELASTICIZED 
SHOE SPECIAL 


Here is a beautiful new Fairy Form model designed especially 
for forming elasticized shoes. 

The smart new heel conformation assures quick, easy insertion. 
The ect modeling of the body of the form guarantees per- 
fect forming of fore-parts. 

Elasticized shoes formed with this special Fairy Form model 
have a neat, slim appearance—free from bulgy waists, gaping 
SIZES—3'/2, 4, 442 and 5. 
HEELS—Medium—to fit shoes 16/8 to 20/8. 
High—for extra high heels. 

(We recommend the medium heel because it fits 
most shoes—either Cuban or high heel.) 
COLORS—Pearl White for black, blue, brown 
and green shoes. 

Sun Tan Pearl for summer whites. 

Price per pair 
OPEN TOP (W-3006) $2.00 
CLOSED TOP (W-3005) $2.50 


Order a oupply immediately to be ready for spring 
and early summer displays. 


Address Dept. BS. 


SHOE FORM CO. INC. 


AUBURN, N. Y. 
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RHAPSODY IN SHOES 
by Sarah Ann Cope 


Wishing to purchase some footwear re- 
cently, I entered the shoe section of a 
large department store. The clerks were 
all busy so I wandered around hoping to 
see something that would strike my fancy. 

I stopped fascinated before a case which 
featured a pair of baby blue satin mules 
trimmed with loads of shell-pink ostrich 
feathers. Demure and dainty, they spoke 
of gay slumber parties with one’s besi 
friends. To form a fitting background for 
these creations I would be attired in « 
dream of a matching blue satin house coai 
with full sleeves and voluminous skirts. | 
saw myself in the midst of a group o 
giggly, chattering girls enjoying a mid 
night snack and listening to “startling 
revelations.” 

I turned away quickly nearly stumblin 
over a smooth pair of dark riding boots 
Sporty and sophisticated they immediatel, 
conjured up a picture of myself attired i 
a correct riding habit. Smarily tailore: 
pants and coat—with exactly the right a 
cessories—topped with a jaunty littl: 
derby. I am mounted on a high-spirited 
steed—he rears—plunges, twists and turn; 
—impatient to be away. But by my skil/ 
ful handling I prove master of the situa- 
tion, provoking admiring nods from the 
group of equestrians around me. But 
there blows the horn! We are off! And 
after pursuing the fox over hill and down 
dale to a gory finish we gather informal!) 
before some hugh stone fireplace where 
great logs are sending forth a cheery b'aze. 
and we are refreshed with large cups o/ 
steaming black Coffee. 

Someone pushed me at this point and | 
proceeded dreamily on to pause at vet «an- 
other case. And there, perched daintily on 
a stand covered with black velvet, was «an 
exquisite little pair of dance sandals thuat 
caused me fairly to gasp at their gem-like 
perfection. They were fashioned with 
rhinestones that almost seemed to twinkle 
an invitation to dance. I saw mvself en- 
veloped in a mist of white tulle—with 
those magic slippers on my feet—glidine 
gracefully down the length of a dimly 
lit dance floor to strains of soft music 
My loveliness has completely fascinated 
my suave, sophisticated escort—the setting 
is perfect—he draws me closer and I listen 
intently as he opens his mouth to spea! 
“Kena heln va lady?” inquired a_ nasal 
voiced gentleman. 

I sighed—swa'lowed a counle of times 
tork a deen breath and bravelv  snid: 
“Whv. ves, I'd like something sensible for 
school.” 


New Lynchburg Stores Opened 


LYNCHBURG, VA.—Two new sho 
stores and the remodeled shoe depart- 
ment of R. A. Baldwin’s Sons, depart- 
ment store, have opened here recently 
Baldwin’s is carrying women’s footwear 
only, while Samuel’s Inc., and the 
Kinney Shoe Store handle all line 
footwear in the popular priced classes. 

Joseph Postal is the local man: 
for Samuel’s. F. B. Franklin, forme 
manager of the Kinney store in St 
ton, is manager for the new store he 
and G. W. Hillsman, Jr., of Lynchbu 
is assistant manager. 
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Nothing But ARCH SUPPORTS Can Give This Correction for 


oe Ff 


WEAK ARCH 


Realize that no person's two feet are exactly 
alike. Hence the only scientific and logical way 
to relieve and correct Weak or Fallen arches is 
by individualized fitting of Arch Supports that 
may be progressively adjusted as the condition 
of the feet improve as shown above... This 
explains why “arch supports” shoes of one 
standard elevation to fit ail feet fail to give 


their wearers the correction expect. It 
explains why Dr. Scholl’s Arch Supports are 
so amazingly successful in correcting foot 
arch troubles... Our powerful reason-why 
national advertising is telling the public these 
facts eve onth. Are you tying up to it by 
pushing ‘br. Scholl’s Arch Supports? The 
profit in them is big. 


Write for Catalog to 
THE SCHOLL MFG. 
CO., Inc., Chicago, lil. — 


La 





MRYe TOE 


ARCH SUPPORTS 


Hort Comfort 


APPLIANCES 


REMEDIES 


te 
“a 


¥ Po 
mi & 
2 al 
eee 
et tk 


ay 





New Crawford Store in Peoria 


[CONTINUED FROM FAGE 24] 


erly. More than a dozen styles of shoes 
for women are stocked up to size 11 in 
widths from AAAAA to EEE. A perfect 
fit in all departments is assured be- 
cause all fiiting is checked by X-ray. 

In addition to the departments men- 
tioned, the first floor houses the foot 
comfort department, the hosiery de- 
partment, a new bag department and 
the office. The foot comfort department, 
under the supervision of a graduate of 
the American School of Practi-Pedics, 
has been remodeled and doubled in ca- 
pacity. 

The hosiery department and a new 
bag department, each with the latest 
word in modern fixtures, are located 
just inside the entrance. The hosiery 
depariment has double its former space 
and the bag department a similar area. 

The office is located at the rear, just 
beyond the “den.” The floor of the office 
and “den” are somewhat higher than 
the remainder of the main floor. 

Crawford’s Economy Basement has 
been enlarged about one-third. Addi- 
tional lines in the lower price field 
have been added. The basement enjoys 
one entire window for its representa- 
tion. 

The repair department is now occupy- 
ing a conveniently located room in the 
basement, with more than double its 
former space. John Kronblad, whose 
reputation for fine shoe-making and 
shoe-repairing is very wide, is man- 
ager of the Custom shoe-making and 
repair department. 

Coincident with the opening of the new 
store, a membership in the Merchants 
Credit Bureau was taken out so that 
the store now offers charge accounts as 
well as cash sales. No advance in 
prices on monthly charge accounts is 
made. 

Mr. Crawford’s career in the shoe 
business has been very interesting. He 
started his first store twenty-eight 
years ago, while still in his teens, at 
Elmhurst, Ill. His entire sales the first 
year were less than some week’s sales 


now enjoyed. He came to Peoria in 
1913 and opened his first store here. In 
the early twenties he expanded by 
opening additional stores and shoe de- 
partments in department stores and in 
1928 he operated 21 stores in as many 
mid-western cities, with sales of $800,- 
000. He now operates four stores and 
two departments. Two exclusive shoe 
stores are in Peoria and one in Pekin, 
twelve miles from Peoria. The Pekin 
store was completely remodeled last 
year. During all this time, Mr. Craw- 
ford stated that his dream was to have 
a real shoe institution in Peoria, a 
dream that has been realized with the 
opening of the new super store. 

In spite of the aitention given to his 
shoe business, Mr. Crawford has found 
time to devote to the upbuilding of the 
shoe business generally and to civic 
affairs. He has been active in the IIli- 
nois Shoe Retailers Association for 
twenty years. He was secretary for 
several years and president for two 
years. He was general chairman of 
conventions for eight consecutive years. 
He has also been very active in the Na- 
tional association convention meetings. 

He has been a member of the Peoria 
Board of Education. At present he is 
a director of the Peoria Chamber of 
Commerce. For several years he has 
been a chairman of the local Com- 
munity Drive. He believes in keeping 
up to date with everything pertaining 
to the shoe business and to this end 
has been a reader of the Boot & SHOE 
RECORDER throughout his entire busi- 
ness career. 

Mr. Crawford is married and has 
two sons and a daughter. Both sons are 
very much interested in the shoe busi- 
ness. A brother, John Crawford, is 
manager of the Pekin store and an- 
other brother, Tom Crawford, is direc- 
tor of window and other displays. 

The Crawford store is a consistent 
user of both newspaper space and the 
radio. These form the major promo- 
tional methods, and, in conjunction 


with personal letters and other direct 
adveriising, account for the large 
patronage which the store enjoys and 
which has enabled Mr. Crawford to 
open the “super store” as the climax 
of twenty-seven years in the retail shoe 
business in Peoria. 


Part Style Plays 
In Children’s Shoes 


[CONTINUED FROM 20] 


will not allow sufficient freedom, even 
as occasional shoes. 

In the matter of colors, Miss Kerr 
said that every youngster, has in her 
heart, a desire for a pair of bright red 
shoes, and that as a specialty this ten- 
dency should be watched. In the gen- 
eral field she felt that the new Playtan 
shade will be popular in the lighter 
shades, and Toffee tan in the darker. 
Blue is to be considered in the party 
shoes. While the young folks, like their 
elders, will want wedges, there is this 
to be remembered. Wedges wear down 
rapidly at the heel, and the repairs fre- 
quently required is expensive, so it is 
unlikely that parents will look favor- 
ably upon duplication of this type, once 
they have had the financial experience 
following the purchase of the original 
pair. 

General discussion, with questions 
and answers on specific subjects, took 
up, as usual, the concluding part of the 
meeting. 


Iowa Travelers to 
Discuss Show Plans 


Des Moines, Iowa—E. N. Ochsner, 
president of the Iowa National Shoe 
Travelers’ Association, here, has called 
a special meeting to be held at the 
Hotel Fort Des Moines, Saturday, April 
20, at 12.30 P. M., to discuss plans for 
their Mid-Summer Style Show to be 
held at the Hotel Fort Des Moines, here, 
June 9, 10,11. The third, fourth, fifth 
and sixth floors have been taken over 
by the association and J. E. Wm. Pres- 
cott, secretary, reports that many ‘es- 
ervations have been made to date. 
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Unusual “Manikin” Display 
At Rike-Kumler 


DAYTON, OHnI0—Building a person- 
ality into a shoe department has been 
the aim of Edward Blomquist, wom- 
en’s shoe buyer in the new department 
at Rike’s in this city. 

That Blomquist has accomplished 
this aim is shown in ten months’ dis- 
play of a female, life-size manikin on 
a small, raised dais at the front of 
the department. The model is unusu- 
ally lifelike in appearance and coloring 
and has caused hundreds of women to 
comment about the close resemblance 
to a human being. 

Said Buyer Blomquist: “We put this 
model out in front of the department 
as more or less of an experiment, not 
thinking that it would cause much of a 
furore. But after it had been on dis- 
play for several days showing our lat- 
est line of seasonal attractiveness in 
feminine footwear, Assistant Buyer 
George Ferguson came to me and 
said: ‘Fully nine out of ten women 
that come into or pass our department 
believe that model is human. We cer- 
tainly have something of an unusual 
personality in this idea.’ And I had 
to agree with him.” 

Situated opposite a bank of eleva- 
tors, and next to the elaborate and 
expensive beauty department, the shoe 
department found itself in a wonder- 
ful “traffic position” and that its model 
at the front of the department was 
stopping lots of eyes and getting wom- 
en to come into the department who 
had never visited there before. 

The model and the same line of 
shoes was left on display for some 
time until a planned merchandising 
schedule was worked out for her, of 
having her costume and shoes changed 
every three weeks, to meet the season 
and selling condition. For instance, at 
Christmas, Blomquist outfitted the 
model in a gay negligee and beautiful 
bedroom slippers, surrounded by a va- 
ried assortment of mules and bedroom 
slippers. The display and an adjoin- 
ing slipper bar helped Blomquist re- 
port one of his biggest slipper selling 
schedules in the history of the depart- 
ment. 

So popular did the shoe department 
model become that it soon became a 
topic of conversation around town and 
just when talk was at its top point, 
Blomquist pulled the merchandising 
idea to outdo all other merchandising 
ideas, 

He brought the model to life!!! 

That is, he replaced the model on 
the dais with a live model for three 
days. The event was a riot, for the 
department swarmed with women who 
Wanted to see what the real model 
Would be like in comparison to the 
dummy model. Newspaper advertising 
Space was liberally sprinkled with that 
Guriosity-getting line of: “Let’s Bring 
Her to Life!” 

By this time nearly every woman in 
town knew who “her” was, and it 
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might be said that they suspected that 
their husbands were “sneaking up” to 
take a look at “her,” especially now 
since “she” was actually to be shown 
in the flesh. 

It was suggested to Blomquist that 
the model may have been given an 
affectionate nickname, but he coun- 
tered with the remark that the depart- 
ment wanted to keep “her” as much 
of a mystery as possible and that it 
was far better to leave her nameless 
and keep the interest alive. 

Asked if he had any plans about 
removing the model from the depart- 
ment, Blomquist replied in the nega- 
tive. As long as her present appeal, 
which does not seem to wane with age, 
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HUTH & JAMES SHOE CO. 
MILWAUKEE 


catalog showing more 


continues, he will keep “her” in the 
limelight she has earned. 

Blomquist looks upon “her” as one 
of the most effective and least expen- 
sive methods of advertising his de- 
partment, and has been able to use and 
at the same time he has been able to 
build a definite personality into his 
women’s shoe section. 


Women’s Store Modernized 


Kansas City, Mo.—Excellent 1939 
business is the reason given by Earl 
B. Justice, manager of Paul’s, exclu- 
sive women’s shoe store, for this firm’s 
remodeling of their store at 1012 Wal- 
nut Street, here. 
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Leather Prices Advance on War Extension 





American Dealers and Tanners Anticipate Not Only Increased 
Demand from Abroad but Further Import Restrictions 


by SHELDON CLARK 


New York—Outbreak of the Euro- 
pean War on the Scandinavian front 
early this week resulted in markups 
of hide and leather prices by Ameri- 
can dealers and tanners. They antici- 
pated both an increase of demand from 
abroad and further restrictions of our 
imports, particularly of calfskin. 

The war, which had no appreciable 
effect on prices during the la:t month, 
gave promise of being the chief factor 
influencing prices in the near future. 

Intensification of the war came just 
at the seasonal time when shoe manu- 
facturers have begun to feel out the 
market, raw material markets for Fall 
shoe supplies. Consequently, unless the 
war drifts into another stalemate, 
higher prices for Fall shoes were pre- 
dicted. However, from the viewpoint of 
tanners, prices are being marked up 
from a low base, as they have drifted 
downward since the initial price jumps 
in September and October. 

In August light native cowhides were 
about 10% cents per lb. at Chicago 
packers’ plants. They hit a high of 16 
cents. At the close of last week they 
were at 12% cents. 

Packers withdrew all offerings the 
morning of the Norwegian-German 
hostilities, and consequently leading 
tanners likewise instructed their sales- 
men that prices must await further 
consultation with the home offices. One 
thing was certain, prices were going 
up. Hide futures on Tuesday morning 
advanced in early trading from 28 to 
41 points (about % to % cent per lb.) 
on the New York Commodity Exchange. 

Light cow crops, basic sole leather 
grade, on April 6 stood at 33 cents, off 
1 cent during the past month. The 
downward drift of hide raw material 
markets over the past month until this 
week’s news brought a reversal of 


trend, and the similar decline of com- 
modities in general, is indicated in the 
following comparisons: 
March9 April 6 
12.75 
Hide Futures 
June delivery .... 
Sept. delivery ... 
All futures index 
Dow Jones 
Moody’s spot index of 
commodity prices. 


13.80 
14.02 


14.20 
14.45 


58.62 


159.1 154.8 


Basic Factors in Market 


Hide and leather supplies as of 
March 1, compiled this week by the 
Tanners Council of America and the 
New York Commodity Exchange, re- 
vealed a continuation of the decline in 
total visible stocks. 

On March 1 they amounted to 12,- 
845,000 equivalent hides as compared 
with 13,044,000 on Feb. 1 and 13,453,- 
000 at the first of March, 1939. 

In point of number of months’ sup- 
ply on hand the figures are as fol- 
lows: 

Mar. 1, 
Mar.1 Feb.1 1939 
Raw hides, in 
terms of wet- 
1.98 


1.92 1.96 


In process, 
terms of leath- 
er production. . 

Finished leather, 
in terms leath- 
er consumption 2.72 


2.18 2.21 2.27 


2.94 2.86 





Total hide, 
leather stocks. 6.82 7.07 17.09 
Production of boots and _ shoes 
showed continuation of a relatively 


high level. Shoe production for Febru 
ary totalled 35,573,000 pairs which 
compares with 33,885,000 in Januar) 
and 35,925,000 in February, 1939. Fo: 
the first two months of this year there 
has been a slight decrease as compare: 
with 1939, but the first quarter of last 
year experienced an exceptionally high 
level of shoe production. 

What about future supplies? Th 
U. S. Department of Agriculture sum- 
marizes the possible domestic slaughter 
of animals (which, of course, is the 
basic supply of hides and leather) in 
these words: 

“Little or no increase in cattle and 
calf slaughter during 1940 (over 1939) 
now seems probable, but further in- 
creases in numbers of cattle on Ameri- 
can farms eventually will bring about 
a considerable increase in marketing 
and slaughter supplies of cattle and 
calves.” Naturally, the war, both be- 
cause of increased shipments abroad, 
and decrease of supplies here, creates 
a greater demand on the domestic 
slaughter supply. Prices tend to rise 
rather swiftly in hides and leather be- 
cause this slaughter rate cannot be 
changed overnight to meet a greater 
demand. It is dependent primarily on 
the cattle population and the demand 
for beef. 


John A. Macauley 


Detroit, Mico.—John A. Macauley, 
aged 71, died at his home in Detroit on 
March 28, after an extended illness. 
Born in Armada, Mich., Mr. Macauley 
came to Detroit fifty years ago and has 
been associated with the boot and shoe 
business during that entire period. 
Survivors are his sisters, Jean, Alison, 
Anna and Katherine, and Mrs. S. M. J. 
Dudley, and two brothers. 


Mayfair Store Moved 


Stamrorp, ConN. — The Mayfair 
Shoe Store has moved from 305 
Atlantic Street, Stamford, Conn., to 
larger quarters across the street. 

The new store has a black glass mod- 
ern front, and all display windows «re 
equipped with fluorescent lighting. 
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A new type of slack oxford featuring 


®@ Genuine Willow Horsehide, air 


corded in an attractive manner 


@DIAMOND BRAND FAST 
COLOR EYELETS, in richly 
contrasting color DIAMOND BRAND 


ALUMINUM “INVINCIBLE” ROLL SETTING 
@ Edges in leather binding FAST COLOR EYELETS 


UNITED FAST COLOR EYELET COMPANY BRANCH 
(UNITED SHOE MACHINERY CORPORATION) 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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department, write 
today... 


: [ THE NINTH 
| OF A SERIES 


OMPANY 


INT LOUIS, MO. 





NATIONALLY ADVERTISED IN TWENTY-SEVEN LEADING MAGAZINES 




















foo 
wil 


dec 
me! 
last 
wil! 
wil! 
will 
hot 


Yor 
prol 
in 
hav 
pric 
clos 


Tra 


fact 
forn 


ing 


BPP SE TET 


~~ == 


tite 





Funmtu @ 











BOOT anv SHOE RECORDER, April 13, 1940 


THIS WEEK IN THE 





Saturday, April 13, 1940 


SHOE TRADE 


National News 





New York to Hold Fall Opening May 6-8 





Shoe Manufacturers’ Board of Trade Members to Show New 
Fall Lines on May 6, 7 and 8 in New York 


New YorK—Members of the Shoe 
Manufacturers’ Board of Trade of New 
York, including most of the quality 
footwear manufacturers of the city, 
will hold their Fall Openings on May 
6, 7 and 8. The announcement of this 
decision was made after a meeting of 
members in the Board of Trade offices 
last week. Invitations to the openings 
will be sent to the trade. Manufacturers 
will not hold a joint showing but each 
will exhibit their new lines at various 
hotels or at company showrooms. 

The usual interest that attaches 
to the formal showings of the New 
York shoe manufacturers’ lines will 
probably be heightened this year be- 
cause of the outstanding developments 
in design which the last few weeks 
have brought to the front in the higher- 
priced brackets of feminine footwear. 

This year’s showing will coincide 
closely with the 40th anniversary of 
the Shoe Manufacturers’ Board of 
Trade. It was on April 30, 1900, that 
the first organization of shoe manu- 
facturers in New York City was 
formed, and it has continued in exist- 
ence ever since, the present name hav- 
ing been taken in 1919. 

Julius J. Pincus, vice-president of 
the Board of Trade, who presided at 
last week’s meeting in the absence of 
President Morgan Grossman, issued a 
Statement following the meeting in 

h he asserted that “the new styles 

"feminine footwear have captured 
the mode of today with remarkable 

Bees.” 

design, in color and in materials, 
modern-day freedom from conven- 
and the spirit of adventure have 
woven into footwear of delicate 
y,” Mr. Pincus said. “The shoe 


world has always looked to New York 
City to blaze new trails in fashion, 
while holding to proven values of per- 
fection and worth. We are confident 
that the showing of our Fall lines on 
May 6 to 8 will enhance the prestige 
which New York’s shoe industry has 
enjoyed for half a century.” 


Floods Cause Rubber 


Boot Sellout 


BINGHAMTON, N. Y.—Fishermen are 
not the only people buying rubber boots 
these days. The swollen Susquehanna 
and Chenango Rivers, which overflowed 
large areas in this vicinity, have made 
a@ necessity for many householders as 
well as sportsmen. Many resorted to 
their use when tending the furnace in 
flooded cellars. The city bought many 
pairs for emergency flood crews en- 
gaged in placing sandbags and repair- 
ing washed-out portions of roads. And 
a few high-school girls adopted the 
practice of wearing short shiny, black 
boots in preference to galoshes. All 
shoe stores featured heavy rubber 
footwear, urging the public to buy boots 
to keep their feet dry and to protect 
their health. 


Earlier New York Showing 


New YorkK—The Shoe Mfrs. Spring 
Opening will be held November 24-25- 
26-27 at the Hotel New Yorker, New 
York a week earlier than has previ- 
ously been the case. 

The show will again be under the 
personal direction of Eugene A. Rich- 
ardson, of Boston. 


Outlines Plan to Increase 
Shoe Traveler Members 


Boston, Mass.—A _ five-point plan 
designed to increase the membership in 
the National Shoe Travelers’ Associa- 
tion is being sent to all affiliated asso- 


JEFF LARSON 


Chairman, Membership Committee, 
National Shoe Travelers’ Association 


ciations by National headquarters in 
this city. This plan, worked out by Jeff 
Larson, Chairman of the Membership 
Committee of the N. S. T. A., is now in 
successful operation in the North- 
western Shoe Travelers’ Association in 
Minneapolis, of which association Mr. 
Larson is President. 

In this association there is a Mem- 
bership Committee of three. Each of 
the three automatically becomes the 
captain of a team and these teams then 
compete in the campaign to add new 
names to the membership list. Each 
member of the association, whether or 

[TURN TO PAGE 42, PLEASE] 
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Vamos Night in New York 


New York—The semi-annual party, 
given by Alfred Vamos to his em- 
ployees and guests (100 of them) was 
held in the Hungaria Restaurant, New 
York City on April 2. This gala affair 
(dinner, dance and entertainment) is 
timed in its holding, each season, to 


oe ry 


Left to right: Herbert E. Smith, vice-president of the U. S. Rubber Co.; Alfred 
Vamos, inventor of stretchable shoes, and Percy Adamson; inventor of Lastex yarn. 


the second evening of the Styles Con- 
ference. 


Two years ago, it was a compara- 
tively small group that gathered for 
the party but as time goes on, the size 
and pleasure of the event increase. 





Outlines Plan to Increase 
Shoe Traveler Members 


[CONTINUED FROM PAGE 41] 


not a member of one of these teams, 
brings in the names of all possible 
prospects. These names, entered on 
cards, are then kept in a file available 
te all members, who can choose any 
number of prospects and go after them 
by personal letter, telephone or per- 
sonal call. If the prospect solicited by 
any member fails to become a member, 
his name, as represented by the card, 
is returned to the files and is again 
picked out by some other member for a 
trial. 

A bulletin board recording the names 
of new members and the progress of 
the campaign is posted in a conspicu- 
ous place in the association head- 
quarters. The association member 
bringing in the largest number of new 
members is;to be sent as a delegate to 
the next.-annual convention of the 
National Shoe Travelers’ Association, 
with all expenses paid by his local 
association. 


—_——_—— 


Firm Celebrates 
Half-Century Mark 


CoLorapo SprRiInGs, CoLo.— Vorhes 
Shoe Company, retailers at 22 S. Tejon 
Street, are now celebrating their 50th 
anniversary. The Vorhes company is 
one of the oldest firms in Colorado 
Springs and was founded in 1890 by 
Frank, John and Ed Vorhes. Five 
years later, Frank bought out the 
interests of his brothers. 

In 1898 Frank Vorhes consolidated 
the business of the Vorhes store with 


that of Matt Conway, operating under 
the name of Frank A. Vorhes. In 1907 
the firm was reorganized, and the Vor- 
hes Shoe Company was formed with 
Frank A. Vorhes as president, Taylor 
Thompson vice president and treasurer, 
and Sam L. Thompson secretary. 

When Frank Vorhes retired from 
active business in 1924, the firm was 
again reorganized, with Taylor Thomp- 
son as president, Frank M. Baity vice- 
president and Frank E. Little trea- 
surer. Sam Thompson remained as sec- 
retary. 

In 1933 another reorganization took 
place, resulting in the present set-up. 
Frank M. Baity is president and man- 
ager, Allen Thompson first vice-presi- 
dent, Frank E. Little, second vice-presi- 
dent and treasurer, and Sam L. 
Thompson, secretary. 


Brown Company Changes 
New York Address 


New YorkK—The office of the Brown 
Company in this city, manufacturers of 
Onco shoe materials, will be moved 
from 420 Lexington Avenue to 500 
Fifth Avenue on May 1. Onco offices 
of the company in Boston and St. Louis 
will continue in their present locations. 

The company’s mills are located in 
Berlin, N. H., and LaTuque, P. Q., 
Canada. 


Miss Goldstein Takes Leave 


New Yorx—Kate Arlene Goldstein 
has taken a leave of absence as direc- 
tor of the Fashion Bureau of the A. C. 
Lawrence Leather Co. Miss Goldstein 
will devote her time to leather and color 
research. 
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Rochester Shoe Retailers 
Discuss Price Policies 

RocHEsTerR, N. Y.—Although a “los 
leader” in shoes is not favored, it is 
sometimes advisable to offer allied mer 
chandise at less than the regular mark 
up if it will attract customers to « 
store. 

This was one of the conclusions 
reached at the first of a series of sho» 
merchandising conferences at Hote! 
Seneca recently under sponsorship of 
the Board of Education. 

There were 70 acceptances from re- 
tailers, owners, executives and clerks in 
retail shoe stores. O. K. Johnson and 
Ira Berman were instructors. Williain 
Pidgeon was elected chairman. 

Under the heading of “Price Policies 
and Profits,” the question was asked 
whether it is ever justifiable to sc|l 
something at a loss. 

Leonard Weidenmiller, head of the 
shoe department of the National Cloth- 
ing Company, suggested that the fashion 
angle might be considered in offering 
some merchandise to attract customers 
and that some items might not carry 
the regular markup if they produced 
new business. 

Mr. Berman urged merchants to 
make thorough studies of costs of han- 
dling different types of merchandise, 
naming orthopedic shoes and sneakers 
as contrasts. It was agreed that with 
40 per cent the average markup for 
shoes, it may be possible to mark up 
such items as hosiery not more than 
25 per cent if it brings in new cus- 
tomers. 

Retailers are likely to find, said Mr. 
Berman, that 20 per cent of their mark- 
up of 40 per cent goes for rent, light 
and heat; that 10 per cent goes to the 
payment of wages. He said the aver- 
age of such expenses for shoe stores is 
29% per cent; that only through the 
most efficient methods can actual profits 
be made. . 

Opening the school, Mr. Johnson said 
that neither himself nor Mr. Berman 
had all of the answers, but they could 
be found in many instances through 
questions, discussions and reports on 
experiences. 

The need for merchandising instruc- 
tion, made possible in this instance 
through the George Dean Act of Con- 
gress, which provides funds for instruc- 
tion in cities whose merchants wil! set 
up groups, was emphasized by Mr. 
Johnson. 


Crawford Named 
Manager and Buyer 


LINCOLN, Nes.— Thomas W. Craw- 
ford, formerly a partner in the firm of 
Spurlock & Crawford, Inc., San An- 
tonio, Texas, which was liquidated -his 
past year, has recently been appoi’ ted 
manager and buyer of men’s, wom 0s 
and children’s shoes with Magee’s, | ‘re. 
This store is well known for ha ing 
one of the outstanding shoe de; it 
ments in this city. 
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Dates to Remember 


Buffalo Shoe Style Show, Buffalo 
Shoe Travelers Associatien, Hotel 
Statler, Buffalo, N. Y., April 14, 15, 1940 

Monthly Showing Shoe Travelers As- 
sociation of Chicago, Hotel Mor- 
rigon, Chicago, Ill....April 29, 30, 1940 

Fall Style Opening St. Louis Shoe 
Manufacturers Association, Hotel 
Commodore, New York 

May 5, 6, 7, 8, 1940 

Showing Michigan Shoe 

Hotel Statler, Detroit, 

May 6, 7, 1940 

Annual Convention Illinois Shoe Re- 
‘ailers Association and Illinois Shoe 
Travelers, Faust Hotel, Rockford, 
illinois June 2, 3 and -4, 1940 

Fourth Annual Fall Style Show, South- 
western Shoe Travelers’ Association, 
Adolphus Hotel, Dallas, Texas 

June 2, 3, 4, 5, 1940 

Annual Convention Pacific North- 
west Retail Shoe Dealers Associa- 
tion, Spokane, Wash. 

June 2, 3, 4, 5, 1940 

Fifth Annual Midwest Shoe Fair, 
Netherland Plaza Hotel, Cincinnati, 

June 9, 10, 11, 1940 
lowa Shoe Fair, sponsored by Iowa 
National Shoe Travelers’ Associa- 
tion, Hotel Fort Des Moines, Des 
Moines, Iowa....June 9, 10 and 11, 1940 

Annual Convention California Shoe 
Retailers Association, St. Francis 
Hotel, San Francisco, Calif. 

June 9, 10, 11, 12, 1940 

Annual Boston Shoe Fair, Hotels Stat- 
ler and Parker House, Boston, Mass. 

June 10, 11, 12, 13, 1940 

Annual Convention New York State 
Shoe Retailers Association, Hotel 
Syracuse, Syracuse, N. Y. 

June 16, 17, 1940 

Joint Annual Convention and Shoe 
Show, Wisconsin Shoe Travelers’ 
Association and Wisconsin Shoe 
Retailers’ Association, Plankinton 
Hotel, Milwaukee, Wis. 

June 16, 17 and 18, 1940 

Annual Michigan Summer Shoe Fair, 
Pantlind Hotel, Grand Rapids, 
a June 23 and 24, 1940 

Tri State Shoe Mart, Pennsylvania 
Shoe Travelers Association, William 
Penn Hotel, Pittsburgh, Pa. 

July 7, 8, 9, 1940 

Fall Shoe Show Michigan Shoe Travel- 
ers, Hotel Statler, Detroit, Mich. 

July 8, 9, 1940 

Charlotte Shoe Show, Sponsored by 
Charlotte Chamber of Commerce 
and Southern Shoe Travelers, Ho- 
tels Charlotte and Selwyn, Char- 
SY ae July 14, 15, 16, 1940 


Monthly 
Travelers, 





Bieter Opens New Store 


OWATONNA, MINN. — The formal 
opening of the Bieter’s Bootery, loca- 
ted in Owatonna, was held several 
Weeks ago. C. W. Bieter is the owner 
a@d manager of the store, and has 
Owned stores in Virginia, Minn.; Iron- 
Wood, Mich., and Pierre, S. D. 
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Krupp & Tuffly Leave 
“Exclusive” Field 


Houston, Texas—After 58 years as 
an exclusive shoe store, occupying three 
floors facing Main Street, Krupp & 
Tuffly, Inc., departed from precedent 
and April 3 held formal opening of a 
women’s sportswear department. Alexis 
Walter, Jr., will supervise the new de- 
partment. 

The women’s sportswear department 
occupies about one-half the floor space 
of the second floor. 

“The women’s sportswear depart- 
ment was opened because of the im- 
portance of a sportswear department 
tie-up with Krupp & Tuffly’s sport 
shoes,” Mr. Walter said. “We will be 
able to sell intelligently and to display 
shoes with the actual merchandise with 
which they are to be worn. Costumes 
may be matched for all sport occa- 
sions.” 

The department carries jackets, but 
no coats. They have gone in for the 
two and three piece sports garment 
with five sales people in the department 
for opening day. Three models for 
shoes and sportswear were also en- 
gaged for the formal opening. Correct 
sports shoes were emphasized. 

Shoes for bathing apparel, slack 
suits, patio pajamas, active sports out- 
fits, sports dresses, play suits, skirts 
and blouses are featured. 


April 3 was selected as opening day 
for the department as April 6 and 7 
were designated as “Splash Day” at 
Galveston beach. 


Thayer McNeil Shows 
“Glass” Shoes 


Boston, Mass.—A display of the new 
so-called “glass” shoe has been attract- 
ing more than considerable attention 
in the men’s shoe window of the Thayer 
McNeil Company on West Street, this 
city. These shoes, made of a new car- 
bon plastic known as Vinylite, and 
manufactured in the plant of the C. H. 
Alden Company of Brockton, are soft, 
flexible and are made in accepted pat- 
terns. When the material is not colored, 
it is semi-transparent. In the shoe fac- 
tory this plastic is handled just as 
though it were upper leather. 

The shoes displayed at the Thayer 
McNeil store were obtained by Frank 
J. Casey, manager of the men’s depart- 
ment. In the window he has four single 
shoes—a green saddle pattern with 
clear vamp; a black saddle pattern with 
clear vamp; a tan wing tip number; 
and another resembling black patent. 

Laces of the same plastic material, 
in the shoes chosen for interior display, 
have attracted as much attention as the 
shoes themselves. The idea of a “glass 
lace” which can be tied in a knot strikes 
a new note in shoe fastenings. 











Shoe Men in the South 





H. R. Kalisky, left, well known in the Chicago shoe trade and now a resident of 
Coral Gables, Florida, soaks up some sun with Fred H. Becker, vice-president and 
sales manager of the Ohio Leather Company, while talking over “conditions”. 
Mr. Becker spent a month recently with Mrs. Becker at the Island Queen hotel, 
Miami Beach, taking a side trip from there via the Clipper, to Havana, Cuba. 





Tan and White Make Good 
Showing in South 


MraM! Beacu, Fia.—Turf tan and 
white has been a good combination this 
past season, according to Mrs. M. Bar- 
tels, manager of the I. Miller shop on 
Lincoln Road. She also reports that 
the tiny toe opening—*peek-a-boo” 
they call it, continues to be very strong. 
Open heels have not been so important 
in this sore, although some of the other 
stores are reporting this type as one 
of the leading models. Two-tone spec- 
tator and sports shoes have been out- 
standing, both brown and white and 
black and white being important. 
While it is definitely a white season as 
usual, white shoe sales are running to 
about 70 per cent of total volume, 
brown and white has made a good show- 
ing. Sales this season have been ex- 
cellent. 

In Miami the Nankin Shoe Store is 
selling about 75 per cent all white. 
According to M. Nankin, owner, there 
has been a steady pickup in brown and 
white with a lot of demand for turf 
tan. 


New Hollywood Men’s 
Store Opened 


HoLLywoop, CaLir.—The John Brad- 
ley, Inc., store for men’s shoes has been 
opened at 0615 Hollywood Blvd. This 
store will feature the Doctor line of 
shoes as well as the regular line of the 
Racine Shoe Co. The Packard line will 
also be carried completely. This loca- 
tion is the former site of the Goodwin 
Shoe Co., and Mr. Bradley was a former 
partner in the Goodwin store. G. H. 
Mathas will be his assistant. F. C. 
Goodwin has moved to a fine new store 
across the street. 





A. C. Duncan Named 
Manager of Burke Store 


RocHEesTeR, N. Y.—A. C. Duncan, 
who has been manager of Selby’s shoe 
store in Cleveland, has been named 
manager of Donald J. Burke’s Buffalo 
store, located at 483 Main Street in that 
city. He succeeds Lee E. Cummings, 
who has taken a leave of absence of 
six months because of ill health. 

Mr. Cummings, popular and success- 
ful manager, who is fourth vice-presi- 
dent of the New York State Shoe Re- 
tailers Association, will recuperate in 
South Carolina. 

Mr. Duncan began executive duties in 
the shoe business as buyer for the C. F. 
Hovey Company of Boston, going from 
there to the Jordan Marsh Company in 
the same city, with similar duties. Next 
he became buyer for the shoe depart- 
ment of the John G. Meyers Company, 
Albany. 

He joined the Selby forces as man- 
ager of their store at South Bend, Indi- 
ana, and was transferred from there 
to Cleveland. 

When the modern Burke’s Bootery 
at 259 Main Street, East, here, was es- 
tablished last Fall, it was announced 
that the old store in Clinton Avenue, 
North, would be closed upon expiration 
of the lease on April 1. 





To Sell Beford Shoes 


Lititz, Pa.—Richard Spears has just 
been appointed sales representative to 
cover the southern territory for A. J. 
Beford Shoe, Inc., working out from 
their new factory here, where misses’ 
and children’s shoes are made. Young 
Mr. Spears comes with a good shoe 
background, his father having been 
identified with the industry for many 
years and being still active in it. 
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Dark Shoes Still Lead 
After-Easter Business 


Kansas City, Mo.— Black patents 
and navy blues continue in the after- 
Easter trade to lead the sales field ac- 
cording to Kansas City shoe retailer.. 

“Wedge heels, which began to find 
acceptance in the trade locally late in 
February, are increasing in April. 
Present indications are that with the 
addition of more and brighter colo)s 
later in the season this new hee! wi!! 
prove even more popular. Women bu’- 
ers of better grade shoes are still bu - 
ing dark ensembles and picking brig! t 
accessories to tone them up which h:.s 
continued in a black and navy blie 
leadership. They do not show the <>- 
sire, of former years, to match da:k 
suits, dresses and coats with brig it 
colored shoes,” a spokesman for Pea- 
cock Shoe Company said. 





Attract Boys’ Interest 
In New Department 


CepaR Rapips, Iowa—The Syndicate 
Clothing Company, here, make it a 
feature of their store that it is for 
“Lads as well as Dads.” Two years 
ago the company enlarged the boys’ 
department, carrying a complete line 
for youngsters from two to eighteen 
and including shoes for youngsters. 
Charles Levin has been connected with 
the boys’ wear for many years, and his 
assistant, Mary Conway, has hepled to 
make it a success. 

Robert Hunt, manager of the shoe 
department, buys the shoes for these 
departments. The Syndicate now has a 
Wampum club (Indian money). The 
members receive one share of Wampum 
for every dollar’s worth they buy, and 
they turn it in at the Wampum Trad- 
ing Post on the second floor for flash 
lights, bats, roller skates, knives, etc. 
Nationally famous lines are carried. 





Purchases Gillan Store 


CROCKSTON, MINN.—The Gillan Shoe 
Store, here, was taken over by Arthur 
Gillespie, formerly in the show busi- 
ness in Anoka, Minn. Mr. Gillespie 
purchased the store from Mrs. Gillan, 
who has been the operator of the store 
since the death of her husband. 





Factory Makes Nothing 
But Wedges 


New YorkK—Larry J. Horan and 
Harry Lifschitz, partners four years 
ago, recently joined forces again and 
have started a factory under the : ame 
of Tailorcraft which is making not ‘ing 
but wedge-heeled shoes. The fa: tory 
is located at 4 Washington Place, New 
York City, and employs 62 men and 
several women. The factory is v ork- 
ing to capacity on orders from le: Jing 
stores throughout the country. 
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Cambridge Rubber Co. 
Moves N. Y. Office 


New York—The Cambridge Rubber 
Company of Cambridge, Mass., has 
changed its New York office address 
from 125 Duane Street to 200 Church 
Street. Joseph Protzel, in charge of 
this office, reports excellent business on 
the Cambridge sport shoe line. 





Sells Interest in Store 


New Lonpon, Wis.—The Friedman- 
Lercher Co., dealers in shoes for the 
family, is dissolving partnership. Sid- 
ney Friedman is selling his interest in 
the business to Adolph Lercher, who 
will continue the firm under his own 
name. 


Charles H. Henkel New 


Slater Manager 


New YorkK—Charles H. Henkel, who 
has been associated with J. & J. Slater, 
exclusive Fifth Avenue shoe store, for 
the past 21 years, has recently been 
appointed general manager of the busi- 
ness following the resignation of Her- 
man Shaffer, who left to take over the 
Blue Ribbon Shoemakers line of the 
Brown Shoe Company in this territory. 
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Younges r Feel 


Most widely distributed 
brand of infant footwear in 
. » pioneers in the 








America . 
scientific study of the rapid 
development of little feet 
...and recognized author- 
ity in the making and fitting 
of baby shoes from 0 to & 
. « « types and styles for 
each age and purpose. Let 
this experience be your buy- 
ing guide. 
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CHARLES H. HENKEL* 


Mr. Henkel has had his entire shoe 
career with Slater’s. He came into the 
business “green,” as he puts it. It was 
in December, 1918, that Charlie, “with 
more courage than sense,” walked into 
the Fifth Avenue entrance of Slater’s 
looking for a job, much to the conster- 
nation of the outside and inside door- 
men and the floor men. He got the job 
though in the delivery department—in 
the cellar. After a time there, Charlie 
got a promotion to the service depart- 
ment and from there went on to the 
floor as a salesman. 

“This,” says Charlie, “was quite a 
job, for Slater’s was considered one of 
the ‘snootiest’ places in town and for 
a guy to get out of the cellar, he had to 
be ” 


From the floor, Mr. Henkel was ap- 
pointed assistant to J. Harold Slater 
who bought and styled the shoes for 
the store then. Five years ago, Mr. 
Shaffer took over the duties of general 
manager and Mr. Henkel was assistant 
to him. 

Now Charlie has reached the top of 
the heap, a long climb but one which 
he well deserves. 





Whites Total 80 Per Cent 
Of Arizona Business 


Los ANGELES, CALIF.—Fully eighty 
per cent of the sales of women’s shoes 
through Arizona are whites, reports 
C. O. Johnson, representative of Krip- 














pendorf-Dittman Co., who has just re- 
turned from that territory. Whites, 
along with play shoes will probably con- 
tinue through July and August, after 
which they expect to go in for com- 
binations of elasticized blacks and blues 
in suedes, calf, kidskin and reptilian 
materials, ke finds. 
















Bourget Closes Shoe Business 


TuRNeERS Fats, Mass.—Arthur F. 
Bourget, 72, who has been a _ shoe 
merchant here over 45 years, is re- 
tiring due to ill health. 

Plans for liquidating the business 
are being made. This will mark the 
closing of one of the oldest business 
concerns in the town. 

Mr. Bourget was born in Levis, 
Canada, in 1868, and came to this town 
when a young man. He started work 
in the Cutler, Lyons and Fields shoe 
store and after a few years with them, 
he opened his own store. 






















New Family Store in Miami 


Miami, Fia.— New shoe store {for 
men, women and children has been 
opened at 6016-6018 N. W. 7th Aver ue, 
here. It is known as the Center S)10¢ 
store and is offering nationally ad\er- 
tised lines of footwear. 
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The Steel Arch Bridge 


The Moulded Insole 


Vi e e ‘, t ' 
A health shoe for juveniles with all the features for which your 
customers expect to pay up to six dollars, that may be sold to them 


FOR LESS THAN $4.00 


FEATURES 


A true orthopedic last, attractive as well as scientific. 
Snaevidualty araded patterns, to fit each separate 
size. 


Moulded insoles, te control tendencies toward 


pronation. 


Corrected heel seats, not fiat, but conforming to the 
shape of the heel. 

Broad, flat ball and toe measurements. 

Twelve styles—A to D widths. 

Prices: 8% to 12— 82.00; 12% to 3— 
82.15. Less 5% — 30 days. Boots 


te the outs 


R, 


The Play-Poise Last 


catalog. 





Wedged orthopedic heel, shaped to throw the weight 
e. 


Send for our 


VIRGINIA 


SHOE COMPANY 


FREDERICKSBURG, 
“LUCKY BUCK” HELPS YOU SELL—ASK ABOUT IT 


VIRGINIA 


slightly higher. 


ALL CARRIED IN-STOCK 


You can build an orthopedic department, and stil 
keep in the popular price brackets. 


No. 905 
Tan Elk, 
Shield Tip 


8%-12. .82.00 
12%e-3... 2.165 








C. K. Pillsbury Named 
Sales Manager 


LYNN, Mass.—C. K. Pillsbury, well 
known sales executive, has been made 
general sales manager of George J. 
Kelly, Inc., of this city, assuming his 


Cc. K. PILLSBURY 


new duties on April 1. This company 
Manufactures a full line of polishes 
and cleaners at 56 Sanderson Avenue, 
this city. Mr. Pillsbury, who has made 


his home in the shoe city of Haverhill 
for several years, is thoroughly fa- 
miliar with shoe factory problems, as 
well as with the merchandising of the 
products of the company with which 
he is now associated. 


Reports Good Business 


MILWAUKEE, Wis.—Bernard J. Ros- 
man, who travels the south side of 
Chicago and the northern section of 
Indiana for the Weyenberg Shoe Mfg. 
Company, reports an excellent volume 
of business. He says that 1939 was his 
best year with the company, and so far 
in 1940 he is over his 1939 figures. 
Everything in his territory indicates 
the continuation of good business, he 
states. 


Business Justifies 
New Store Move 


LOUISVILLE, Ky. — Experiencing the 
largest Easter business in three years, 
Fowler’s Bootery, here, feel that their 
recent move into their new store at 617 
S. Fourth St., was well justified. 

The store is carried out in the salon 
design with antique furnishings and 
full length mirrors around the walls. 
The concealed stock idea is used, en- 
hancing the attractiveness of the in- 
terior. 

The new location is in the heart of 


the theatrical and restaurant district, 
making it more convenient for women 
shoppers. 

The president of the firm, M. H. 
Dodson, has been in the shoe business 
for 15 years, forming his own company 
seven years ago. Associated with him 
in Fowler’s Bootery is his daughter, 
Mrs. Zula Fowler and his grandson, 
H. Y. Fowler, Jr. 


E-J Awarded Army 
Shoe Contract 


Boston, Mass.—The Endicott-John- 
son Corporation has been awarded the 
contract to make 744 pairs of flying 
cadet shoes as the result of competitive 
bidding which closed March 29. These 
are black calf leather oxfords for wear 
with dress uniforms. The price at 
which tae contract was let is $2.87 per 
pair. 


L. P. Leverich Named 
Fair Buyer 


Cuicaco, ILu.—Leonard P. Leverich, 
formerly of William Hahn and Com- 
pany, Washington, D. C., has been ap- 
pointed buyer and department manager 
for women’s and children’s shoes for 
The Fair, State and Adams Streets, 
here. Mr. Leverich will assist S. Katz, 
who merchandises all of the shoe de- 
partments for The Fair. 
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LITHOX CORD HEELS 
NON-SLIP 
Greatest value on market today. 


THE LITHOX corp. 
WAPAKONETA, OHIO, U.S.A. 
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TOLMAN- DAVIDSON 
—ADVERTISING PRESS 
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Lounge Abouts 


SO 6 re re 





“LOUNGE ABOUTS”— IN-STOCK 
shoes with slipper comfort 


1101. Men's Tan 

Dress Elk Zipper. 

Beige trim. 

Oakbend 

sole and 

insole. 

Stitehdown 

Sattzastien. ores. . $1.35 

oe Boy’ - 1/5%. 81.30 
1102. ‘Men's “white . 612. 81.40 
1104. Men's Black . 6/12. $1.35 
1301. Men's Tan 

Dress Elk, Corded 

Moccasin vamp, 

Oak sole. . 6/12. 

$1.35 

1304, Men's 

White Elk, 

Brown Instep 

Strap. 6/12. 

$1.35 


1308. Men's Burgundy Elk, 
Black Patent Instep Strap 
Terms: 2/10 N/30 F.0.B. WN. Y. 


SERVICE BOOT & LEGGING Se. INC. 
120 EAST 16th STREET, N. 


Ne. 130! 


6/12. $1.35 











Specialty Shop 
In New Location 


BRECKENRIDGE, TEXAS—The Cinder- 
ella Shop, owned and operated by Saul 
Cohan, opened formally in its new loca- 
tion recently. It is the first store in 
western Texas to be completely lighted 
with fluorescent lighting. The arrange- 
ment of the shop makes for comfort in 
shopping, and is particularly attrac- 
tive. 
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N.S.T.A. Opposes Revision 
Of Labor Act 


Boston, Mass.—At a meeting to be 
held in Washington on April 20, the 
National Shoe Travelers’ Association 
will be represented in opposition to the 
adoption of certain amendments to the 
Fair Labor Standards Act of 1938, now 
being administered by the Wage and 
Hour Division of the United States 
Department of Labor. 


HENRY 0. THORSON 
President, Nati I Shoe Travelers’ 
Association 





The original act provided exemptions 
from the wage and hours provision of 
men serving in executive, administra- 
tive, and professional capacities, as 
well as outside salesmen, and it is the 
fear of Henry O. Thorson, president of 
the National Shoe Travelers’ Associa- 
tion, that any amendment may be so 
construed as to make this exemption 
invalid. The law as it is at present 
makes it possible for the traveling 
salesman to spend his time to the best 
advantage of the merchants he serves 
and the manufacturer for whom he 
works. If a maximum-hour provision 
were to be enforced in his case, it is 
pointed out, no one would benefit and 
the public, in the long run, would be 
the loser. 

A number of the affiliated associa- 
tions have taken the same stand and 
already are on record in Washington 
as opposed to any change in the status 
of their members under this act. 


Purchases Store Interests 


Rock ISLAND, ILL.—The Boston Shoe 
Co., operated for the last four years at 
1726 Second Avenue by A. A. Cullen 
as president and manager, has entered 
voluntary bankruptcy and the stock has 
been sold to George Kettman of Daven- 
port, Iowa, at a sale conducted by E. L. 
Covey, referee. It is reported that Mr. 
Cuilen will reopen at a new location. 


“Extra Pair” Play Shoes 
Boost Volume Business 


Kansas City, Mo.—With the strong 
upswing in the popularity of leisure o: 
play shoes in the Missouri Valley dur 
ing the past six months, particular], 
with the college age trade, volume sales 
are increasing due to aggressive mer- 
chandising policies developed by shoe 
stores which specialize in this business, 
according to Ivan Cox, chairman of the 
K. C. Shoe Forum and manager of the 
men’s shoe department at Robinson’:. 

The sales strategy of this double- 
selling is in getting the customer to 
actually handle these novelty items 
while he is being fitted, Mr. Cox says. 
This is accomplished by simply placing 
it in his hands and saying, “Here's 
something new that I think you'll he 
seeing a lot of this Summer. They’re 
very comfortable and you would be 
surprised how cool.” 

It is not unusual, for one out of 
three customers to whom the sugges- 
tion is made, to buy the second pair 
according to Mr. Cox. 


Stores Cooperate 
In Celebration 


JOHNSON City, N. Y.—Coinciding 
with the celebration of the twentieth 
anniversary of the opening of Endicott- 
Johnson Corp.’s West End Factory 
this week, all retail stores of the com- 
pany in the Triple Cities of Bingham- 
ton, Johnson City and Endicott gave 
prominence to that factory’s line of 
stitchdown shoes. 

Some 700 employees of the factory, 
through their committee which ar- 
ranged the celebration and merchandis- 
ing tie-up, called the attention of the 
public to the fact that the West End 
Factory’s footwear possesses many new 
and little-known features. 

As Roy Matson, chairman of the 
committee, phrased it, “there is no bet- 
ter way to bring prosperity to our com- 
munities and factories than to boost 
the shoes we manufacture. Workers 
of the West End Victory Factory have 
been constantly improving their prod- 
uct with the one thought in mind that, 
by making better shoes, we will satisfy 
the most particular customers.” 

Climax of the celebration was a ban- 
quet, floor show and dance at the Elks 
Roof Garden in Binghamton, March 30. 


Pioneer Store to 
Close April 30 


Fort WAYNE, IND.—One of “ort 
Wayne’s oldest business firms will »ass 
out of existence when the App ‘hoe 
Store, 916 South Calhoun St., c’»ses 
on April 30. The store was founde: ap- 
proximately 80 years ago by the ‘ate 
Mathias App, pioneer business a0, 
and has been operated by the ApP 
family ever since. The storeroom was 
remodeled extensively a few years 420. 
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to hold your business. 


these shoes. 


runs of sizes at all times. 


Send for our In-stock Catalog. 





EPHRATA 


Your own N A M E 
IS YOUR GREATEST ASSET 


Use it on Ephrata unbranded shoes, welts and prewelts 
for infants and children and you will have— 


The uniform quality that we MUST maintain 


The assured return of satisfied customers be- 
cause they do not know where else they can get 


An In-stock service assuring you of complete 


Good profits, for you make YOUR OWN mark-up. 


Genuine Goodyear 


1932A—White and 
Tan Oxfords 


Carried 
8%-3—A to D 


——= EPHRATA SHOE CO., |... —— 


PENNSYLVANIA 


Welt 


in Stock 


Width 


To Retail 
Around ° $3.75 





How I-T-S 


Level-Wear Heels 


Help You Hold 


Customers 


Your shoe repair service 
can be either just a bother 
or it can be a good way to 
keep your customers friend- 
ly—and buying. For good 
repairing helps your shoes 
deliver more comfort, wear 
and satisfaction — which 
builds the reputation that 
makes money for you. 


To make repair work most 
satisfactory to your cus- 
tomers, insist that your re- 
pairman use ITS Left and 
Right Rubber Heels which 
guarantee double _level- 
wear; and ITS  Tuffies 
smart very thin heel lifts 
that assure your women 
customers more energy-sav- 
ing wear and economy. 


THE |-T-S COMPANY 
Elyria, Ohio. 














Obituaries 


W. Eugene Ellis 


Boston, Mass.—W. Eugene Ellis, 
retired inventor and well known in the 
shoe industry, did recently at his home 
in Haverhill, Mass., at the age of 73. 

In 1900 he invented the shoe lacing 
machine still used in shoe factories to 
hold the upper in place during the 
lasting and bottoming operations. This 
patent he assigned to the Ellis Lacer 
Company, which company he headed 
until 1910, when it was taken over by 
the United Shoe Machinery Corpora- 
tion. In that same year, Mr. Ellis 
organized the W. E. Ellis Machinery 
Company of which he was active head 
until his retirement in 1930. 

He was a member of several Masonic 
bodies, including Saggahew lodge, Pen- 
tucket chapter, Haverhill council, Ha- 
verhill commandery, Merrimack Valley 
Lodge of Perfection, Merrimack Val- 
ley council and Aleppo Temple. 

He was a past master of Saggahew 
lodge, a past high priest of Pentucket 

pter and was commander of Haver- 
hill commandery in 1913. 


Albert Murray 


CHARLOTTE, Micn. — Albert Murray, 
$3, who has been in the shoe retailing 


business for sixty-three years, died re- 
cently at his home here. 

Mr. Murray was located in the same 
store for 53 years. He helped organize 
the Michigan Retail Shoe Dealers Fire 
Insurance Co., of Lansing, 28 years ago 
and had served as its president since 
that time. 

He was a Mason, a member of the 
Congregational church for 61 years, 
serving as a trustee for 35 years; a 
member of the local school board, city 
council, and a director, vice-president 
and trust officer of the Eaton County 
Savings bank. He was also past com- 
mander of Charlotte Commandery, 
Knights Templar. 

Mr. Murray is survived by his widow, 
two daughters and two sons. Robert 
has been associated with his father in 
the shoe business for some time. 


John J. Shields 


MALONE, N. Y.—John J. Shields, 71, 
one of the founders of the Consolidated 
Slipper Corp., died here recently after 
a long illness. Mr. Shields was born 
at Bombay, N. Y., and was once asso- 
ciated with his father in the real estate 
business. Later, with his brother, 
W. C. Shields, he formed the Consoli- 
dated Slipper Corp., which operates 
plants at Bombay and Malone. He is 
survived by his widow, Nellie A. 
Shields; a brother, William C. Shields; 


a sister, Mrs. Jennie Sears, and two 
children, Henry E. Shields and Mrs. 
Florence Shields Brown, of Bombay. 


J. C. Johnston 


BATESVILLE, ARK.—J. C. Johnston, 
veteran traveling salesman for the 
Brown Shoe Co., died at his home here 
April 3. He had lived here for 35 years 
and represented the Brown Shoe Co. 
for 31 years. He was a Knight Templar 
and a thirty-second degree Mason, and 
a member of the Methodist church. He 
is survived by his widow; one son, Ray 
Johnston, of Dyess; two sisters, four 
brothers. 





Buffalo Store Opens New 
Thrift Shoe Section 


BuFFALO, N. Y.—A new thrift shoe 
department was opened April 1, by 
Adam, Meldrum & Anderson as the 
second in a series of modernizations of 
the fashion departments. The new de- 
partment is located at the rear of the 
store. L. A. McClanahan, manager of 
the regular second floor shoe depart- 
ment, also will have charge of the 
thrift shoe department. 

Modern lighting, effective use of 
mirrors and soft, muted colors in car- 
peting and furniture make this new 
department restful and inviting. 





TO 
BUY 


Children's Shoes 


Dr. C. A. Haines 
Shoes for Children 


IN STOCK 


8. Frieburger Bres. & Ce., 
E. Columbia St., 
ort Wayne, Indiana. 


Mexican Huaraches 


Moccasins 


TRAIL MAKER MOCCASINS 
for MEN, WOMEN and 





Sanp LAKE, MicH.—Don Porter has 
sold his stock of shoes and men’s fur- 
nishings to William Bos. Mr. Bos 
retired from business four years ago, 
but is tired of vacationing. 
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Biggest Moving Job 

New York—New York’s biggest 
week-end moving job was undertaken 
the last week-end in March when United 
States Rubber Company moved from its 
location at 58th Street and Broadway 
to the new building bearing its name, 
in Rockefeller Center. This last build- 
ing unit in the vast Rockefeller Center 
development has just been completed. 


Both buildings are 20-story struc- 
tures, and more than 400 truck trips 
were necessary to transplant the or- 
ganization in a scheduled 40 working 
hours during the week-end. 

According to moving experts, the 
task was the largest business office 
move in New York in the past 5 years, 
at least; and they agree that never be- 
fore has so large a moving schedule 
been attempted in so compressed a time 
as 40 hours of work. Company em- 
ployes left their desks on Friday at 
the old building, and reported at the 
new building on Monday morning. 

More than 3000 file cases, 2800 
chairs, 1000 desks and tables, 340 type- 
writers and 400 other business ma- 
chines were involved in the move—the 
working equipment of the upwards of 
1000 employees of the rubber com- 
pany. Insurance totaling $2,000,000 
protected the equipment during the 
transportation. 

Some idea of the size of the move 
may be gained from the statement of 
Byrnes Brothers, moving contractors 
who controlled the immense task, that 
15 truck-loads of packing materials 
alone had to be moved into the old 
building before the job could begin. 
More than 6500 boxes, cartons and 
rolling bins were included. 


Douglas Store Enlarged 
And Modernized 

PirTssurGcH, Pa.—The W. L. Doug- 
las Shoe Store on Fifth Avenue, in 
downtown Pittsburgh, recently com- 


pleted alterations which added space 
to stock 2000 additional pairs of shoes. 
This space, formerly an empty loft 
above the show windows and front 
door, is also used as an office by the 
district manager. 

An air-conditioning unit was added 
in the back of the store, hidden from 
the customers by a large mirror. The 
mirror gives the impression of added 
depth while actually the store is three 
feet shorter, as that space was added 
to the window display space. The new 
windows are of round or bent glass 
giving the appearance of a much larger 
window. 

New linoleum was laid and new 
chairs of red leather were installed. 
Charles Hahn is manager. 


Promoted to Manager 


Des Moines, IowaA—H. B. Shaman 
has been made manager of the Burt 
shoe store at 515 Walnut Street, suc- 
ceeding Charles Sneed, who has gone 
to the Burt store in Kansas City. 

Mr. Shaman has been in the shoe 
business the last 14 years, the last four 
years with the Burt company, and for 
the past few months he has been assis- 
tant manager at the Burt store in 
Louisville, Ky. 

The Burt Co. established their store 
here five years ago and it is one of the 
largest exclusive women’s shoe stores in 
the city. 


Original Home Trade 


Store to Close 


MINNEAPOLIS, MINN.—The origina! 
Home Trade Shoe Store at 219 Nicollet 
Avenue, here, is finally bowing to 
progress after 45 years of business in 
the same location. Once it was right in 
the heart of the business district and 
set several national records for annual 
volume. One year the Home Trade sold 
over a million dollars worth of mer- 
chandise. But the Home Trade isn’t 
disappearing from the Minneapolis 
scene completely. The store at 9th and 
Nicollet will carry on. 


Reopen Store 


Kansas City, Mo.—Nisley’s have re- 
opened their Kansas City store in the 
same 1009 Walnut Street location that 
they vacated early in February of this 
year. With a complete new stock and 
new building front this firm resumed 
its local business March 13. Fred 
Mount, formerly Assistant Manager of 
the Chicago Nisley store, has come to 
Kansas City as the new store manager 


Wedding Bells for Traveler 


Cuicaco, Itt. — Sylvan Kadison, 
representing the House of Crosby 
Square in the Chicago area, wes 
married recently to Miss Adele Lowe:- 
stein of Chicago. Preceding the we: - 
ding Mr. Kadison was given a dinn«r 
by his close friends tn the Chicayo 
Shoe Travelers’ Association. 
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MASCULINE WELTS 


for 


WOMEN 











Handcrafted from mannish 





lasts with true boot-maker’s 








skill. These are being made 





factories with an- 





in men’s 







boned bottom 





tiqued uppers, 
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to 
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finish, spaded edges. In fact 





they reflect every earmark of 





the old custom craftsman. 






Wi, 


Dp LAST COMPANY 


Brockton, Mass. 











UNITE 


56 Cherry Street 






BROCKTON BRANCH 
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SELL THOSE WINDOW SHOPPERS 


























PRICE TICKETS 


Imprinted Prices on ‘Colorful Seasonal Designs 


oy 








i oe ef 


4. 


“C” — Bright blue “CG” — Aquamarine “M"—Gold & green “V"—Green & yel- “X" — Fuchsia and 
on white back- & yellow on white en white back- low on white back- green on white back- 
around. ground. 











SMOMNIM DODNIATYVYI.I « 


around. background. ground. 


Colorful price tickets in The size—1\4” x 25%4"—is 
the popular price denomi- large enough to attract the 
nations will dress up your 6 D ozen eye, and small enough to 
displays, and make selling $1.10 give the shoe prominence. 
nag —— The tickets are attached 
ing the design only, are neatly to any part of the 
also available. 12 Dozen shoe with our Price Ticket 
We have in stock a com- $2.00 Clips which are priced at 
plete selection of designs $4.00 per gross—$2.25 per 
and color combinations. half gross. 


ZAWd 


aul 


We will send a circular showing actual samples, at your request. 
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* CHICAGO, ILLINOIS 





WRITE FOR DETAILS OF OUR ANNUAL SHOW CARD SERVICE 





COLORFUL AND EFFECTIVE aay BLANK 
SHOW CARD AND PRICE TICKET SERVICE | MONTHL CARDS HOLDERS | rickeTs 
SERVICE ... New and seasonal dis- No. | $5.00 12 6 
cards and harmonizing price 
every month with informa- No. 2 4.00 8 « 
messages on style notes, value, 

» service, etc. Exclusive fran- No. 3 3.00 6 2 
WRITE for samples 

further information. No. 4 2.28 2 
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Unusual Shoe Display Attracts Attention 


This interesting and attractive window display caused much favorable comment 
when it appeared recently in the Jacobson Bros. Red Cross Shoe Shop at 2427 
Grand Concourse, New York City. It was the creation of Frank Stein, designer 
of unusual window displays, and played an important part in Jacobson Bros. 
participation in the Red Cross Shoe Review. In addition to their Grand Concourse 
store, the firm of Jacobson Bros., which has been a progressive element in shoe 
retailing in the Fordham section of New York for more than twenty-five years, 
operates another up-to-date shop at 651 West 18I1st Street. 





Shields to Establish 
New Factory 


ROcHESTER, N. Y.—Francis Shields, 
former superintendent of the Consoli- 
dated Slipper Corporation at Bombay, 
N. Y., is to establish a factory for the 
manufacture of boudoir slippers and 
moccasins in the plant which it former- 
ly occupied at Bombay. 

The former occupant, which also had 
a plant at Malone, N. Y., moved the 
Bombay business there several months 
ago and the name was changed to the 


Consolidated Footwear Corporation, 


with an increase in the number and 
variety of products. 


Binghamton Store Closed 


BINGHAMTON, N. Y.— The Health 
Spot Shoe Shop, 14 Court St., has been 
closed and the stock and fixtures moved 
to the Parlor City Shoe Co., at 40 Court 
St., where the complete line of Health 
Spot shoes will be sold in the future, 
according to an announcement of M. S. 
Cohen, Parlor City proprietor. 


HUSTLE 
WITHOUT 
BUSTLE 


We're hustlers when 
the occasion demands 
but we don’t make any 
noise about it. Our serv- 
ice is as cheerful and 
quiet as it is speedy. 


Emil Eitel 
Karl Eitel 
Roy Steffen 


corer 


RANDOLPH AND 





ee ee ee 


Harry Kushins with 
Wolff-Tober 


New YorkK—Harry S. Kushins, sales 
representative for the Blue Ribbon 
Shoemakers division of the Brown Shoe 
Company for the past nine years in the 
eastern territory, has recently joined 
the sales staff of the Wolff-Tober Shoe 
Mfg. Company, St. Louis, Mo. 

In his new connection, Mr. Kushins 
will cover the Midwest territory mak- 
ing his headquarters at St. Louis. 
Previous to his connection with Blue 
Ribbon Shoemakers, Mr. Kushins was 
with the Menihan Company. 














—A prominent manufacturer writes: “Give 
us good cooperation at the Fitting Stool and 
we’ve solved our toughest problem in build- 


ing consumer Good- Will.” 


—Point-of-Sale is the most delicate link in the 


whole chain of merchandising. 
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SALESMEN WANTED 


FOR SALE 


FOR LEASE 





SALESMEN: To sell established line of Shoe 
lg and Dyes to shoe chains, retail 

and department stores. All territory open; won- 
derful opportunity; commission basis. Write 
full particulars. Address $688, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





SHOE SALESMEN (RETAIL) 

AtE you satisfied with your present position? 

Are you advancing as rapidly as you would 
like? If yaF you will want to investigate the 
attractive yee oe possibilities now offered 
by a large established firm to aggressive hard 
working salesmen with retail shoe, department 
or general store experience. Positions pay good 
starting salary and commission with opportuni- 
ties for advancement. Replies must include age, 
education, experience and references. Address 
£684, care Boot & Shoe Recorder, 209 South 
State Street, Chicago, Ill. 





GALESMEN to carry a complete line of men’s 
and women’s sli s as a side line; Com- 
mission. Address ees, care Boot & Shoe 
Recorder, 239 West 39th St., New York, N. Y. 





ONE of the leading nationally advertised lines 
of men’s and boys’ shoes has opening in 
State of New York for salesman not over 38 
years of age, good character, good background, 
well acquainted with retailers in that section. 
Also must have broad experience in men’s shoes. 
Annual business of the territory exceeds $100,- 
.000. References must be complete from men 
wwho are in a position to give us proper refer- 
ences. Our salesmen have been informed ot 
this ad. Address %679, care Boot & Shoe 
Recorder, 239 West 39th St., New York, N. Y. 


ALESMEN: Contacts with shoe manufac- 

turers. Unusual line of fine bows and orna- 
ments. Give full details. Address 2686, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y 


ALESMAN for in-stock line of popular priced 

Boys’, Misses’, and Growing Girls’ Goodyear 
Welts and McKays. Territories: Kentucky, 
Te —W at Oregon — Missouri, 
Kansas—-Arkansas, Oklahoma. 5 1s 
strictly commission, payable weekly. Give age 
—complete sales record, in letter. Address 
$661, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 


S ALESMEN WANTED: To carry nationally 
known Shoe Trees as a sideline on com- 
mission basis. Practically all territories open. 
Address $667 care Boot & Shoe Recorder, 239 
West 39th Street, New York, . 4 

















LINE WANTED 


ATTENTION, MR. MANUFACTURER: I 
am open for a line of Growing Girls’ Com- 





. including Misses’ to retail at $3.00 or 
$4.00: or a corrective line of women’s shoes 
and sports for New York and Jersey and the 
surrounding territory. Have been suc- 


cessful for the ~ Br com years. ill be 
available May 1. , care Boot & 
ae | a ae 239° “Went 39th Street, New 





OR SALE: Good Family Shoe Store, carry- 
“Men: _. Cross; Natural Bridge; Florsheim 
4 rosby Squares, and Portage; also 
i ted in Ontario, Cali- 
aed 18,000 population ; adjoining Upland, 
6,500. Industrial and Agricultural center. 
Priced right landmark shoe store. Established 
35 years. Will sell half or all. The Bootery, 
Ontario, California, 110 North Euclid. 


Poss SALE: Minnesota Shoe Store doing $20,- 
jness, stock, fixtures, or fix- 
utely safe ‘investment. Ad- 

& S$ Recorder, 239 

West 39th Street, New York, N. Y. 


FACTORY for sale, Birdsboro, Pa. Auction 

May 15, 4 o'clock p.m. on the premises. 
Sacrifice sale of two floors and basement brick 
building with over 22,000 square feet floor space 
along railroad. Extra plot of ground, sprinkler 
system. Suitable for any business. Local labor 
market very good. For information write Birds 
boro National Bank, Birdsboro, Pa. 


FOR SALE: Modern, well located Shoe Store, 
in one of best towns in the Northwest; 
population 30,000. Twenty-five years in busi- 
ness; doing $30,000 per year. Low rents. Rea- 
son is illness. No auctioneers. Address $687. 
care Boot & Shoe i? 239 West 39th 
Street, New York, N. 














BUSINESS OPPORTUNITY 








INCREASE YOUR EARNINGS 


in a business of your own; a system 
of foot correction, with all the trade 
you can attend to. Earn big income in 
service fees in a few weeks. Easy terms 
for home training. No further capital 
needed, no goods to buy, no agency. 


Address: 
SPENCER SYSTEM 
525 Back Bey, Boston, 











MODERN family shoe store, established many 
years. Rich farm and lake community near 
Milwaukee, Wis. Will assist inexperienced 
buyer. Price $2,300 complete, including stock, 
fixtures and shoe repair machinery. Immediate 
possession. For appointment, Address $683, care 
Boot & Shoe Recorder, 239 West 39th Street 
New York, N. Y. 








Doubles Store Space 


GREEN Bay, Wis.—The C. A. Gross 
Co. has doubled the size of its store 
here.and completely renovated the in- 
terior. New asphaltic tile floors have 
been laid, new fixtures installed and 
fluorescent lighting employed, while the 
shoe department in the store is now 
separate from the other departments. 
C. A. Gross has been in business here 
for the past 36 years. 





RICHMOND, VIRGINIA 
STORE COMPLETELY FIXTURED 
Formerly occupied by I. Miller. —w ge - 
tunity. Percentage lease including use of fixtures. 
Our representative, D. E. Constine, in New York | 
this week at Hotel Governor Clinton. 


MORTON G. THALHIMER, INC. 
1013 E. Main St., Richmond, Virginia 








SHOE —— for Lease in leading mi 
lin 100% location; Write Box 445, 
a, Trg Only volume operator considere: 





POSITION WANTED 





MANAGER. -BUYER for department or chain, 
promotional and popular price merchandis 
Know market and source of supply. Can hand!e 

Cc tent worker. Successful rec. 
ord. Age 39, married, excellent referenc 
Address $685, care Boot & Shoe Recorder, 140 
Federal Street, Boston, Mass. 


SHOE MERCHANDISER—BUYER 


NUSUAL experience in large chain and 

partment store shoe operation on popular 
priced shoes—executive and merchandising ab! 
ity—excellent record and references—marricd, 
age 39—available immediately. Address $678 
care Boot & Shoe Recorder, 239 West 3°h 
Street, New York, N. Y. 




















FOR RENT 


ACON, GA., 100% location between W. 1 

Grant’s, Eleanor Shop and Mangels. Siz 
15 x 100; for Ladies’ or Family Shoe Store 
Reasonable rent. ELEANOR SHOP, 275 
Seventh Avenue, New York City. 








Fashion Bootery 
Opened in Portland 


PORTLAND, ORE. — The new home of 
Fashion Bootery at S. W. Broadway 
and Alder Street opened recently with 
Ben Litchgarn as manager. 

This is one of the outstanding shoe 
emporiums in this section, and the store 
front is most striking, being con- 
structed of white Colorado yule marble 
trimmed with bronze. The single col- 
umn entrance is of fluted marble also 
with a bronze trim. Lucite glass with- 
out frames has been used for the store 
doors. 





charge, For all other 


box 
should be counted. 





CLASSIFIED ADVERTISING RATES 


esition and Lines Wanted” advertisement is 4 cents per word for all undisplayed advertisements Mini- 
classified advertisements the rate is 7 cents per word. 


“p, 
75 cents. 
number is desired twelve words should be added for the address. In all other cases each word of the 


rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 


Classified advertising is payable in advance. 
Advertisements for this page must be in our New York office on Friday of the week preceding publication. “*® 


Minimum charge, $1.25. 
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WANTED TO PURCHASE 








Buyers of Surplus Stocks 


wt wilt buy or A ~ stocks of shees 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO.., Inc. 
106 Duane St. New York 
Phene WOrth 2-5377 and 5878 








WE BUY 

Surplus Wholesale and Retail 
randed Shoes such as 
, Florsheim, Enna-Jettick. Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson. Red Cross. Nunn-Bush, Btc. 

IRVIN RUBIN 

“The House on" 
89 Reade St., r. Charch 

Phone Barclay 7-7887. New York City 








SHOE STOCKS BOUGHT 


Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180-5i8! 








BUYERS OF 
MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 
We buy for cash surplus or complete shee stecks. 
Branded or unbranded. Genereus prices. 

Write, wire or phone. 


BARSH & CEASAR 
14 8. Third St. Philadelphia, Pa. 
Phone Market 9139 

















Plans Forwarded for 
Wisconsin Show 


MILWAUKEE, Wis.—F red E. Schmidt, 
secretary-treasurer of the Wisconsin 
Shoe Travelers Association, which is 
sponsoring the show in connection with 
the annual convention of the Wisconsin 
Shoe Retailers’ Association, June 16, 
17 and 18 at the Plankinton hotel here, 
urges exhibitors to mail their reserva- 
tion card and check to him before 
May 1 to insure the best accommoda- 
tions. 

The exhibit fee is $10 and in order to 
participate, $5 dues for 1940 must be 
paid either to the Wisconsin Shoe 
Travelers or any other local affiliated 
with the National Shoe Travelers’ As- 
sociation. The exhibit fee will cover 
registration, three luncheon tickets, one 
banquet ticket, one sample room door 
sign with firm name and that of rep- 
resentative, entertainment and pub- 
licity. 

The hotel will charge regular sample 
toom rates of from $4 to $6 per day 
and only three-day reservations will be 
accepted. Assignment of rooms will be 
made in rotation only to those who have 
complied with these requirements be- 
ginning May 20 by the committee. 

Mr. Schmidt declared that registra- 
tion through retailers, without remit- 
tance, will not be acknowledged. Regis- 
tration will be free for retailers whether 
they belong to any association or not. 


J 


Exhibitors are urged to send their 
registrations and check to Mr. Schmidt 
at 8709 Jackson Blvd., Wauwatosa, 
Wis. 


Krom Business Discontinued 


ANTIGO, Wis. — M. Krom & Sons, 
operators of a department store here 
for 53 years, are discontinuing busi- 
ness. Besides the founder, three sons 
have been associated with the business, 
which has conducted a complete shoe 
department for the family. They are 
Abe, Sam and Archie Krom. 


Lee Day Buys Seattle Store 


SEATTLE, WASH.—Lee Day, for some 
twenty years associated with the fitting 
of corrective footwear in Seattle, an- 
nounces the purchase of the Health 
Spot Shoe Shop at 517 Pine Street. 


Adds New Section 
For Play Shoes 


San ANTONIO, TEX.—J. M. Watson, 
president of the Guarantee Shoe Co., 
Alamo Plaza, has just announced the 
addition of a new play shoe depart- 
ment. For years Guarantee has been 
regarded as one of the leading retail 
shoe stores for the entire Southwest. 
The new department will be under the 
supervision of Mrs. Henrietta Varga. 

This new department is in line with 
the policy the store established a num- 
ber of years ago: “Keep in step with 
the latest mode and adequately meet 
customer demands.” 

The department already has more 
than 100 styles in stock with about 50 
more due within a few days. There is 
every conceivable color and combina- 
tion of colors from which to select. 
Some styles with thick padded soles 
have an Oriental appearance. Flat 
leather sandals reflect footwear of 
Ancient Greece. Other styles are of 
the moccasin type, but with leather 
soles. 

Heels can be selected to suit individu- 
al taste. They range all the way from 
flat to two inches in height. Some have 
two or more colors. The stock is one 
of the largest in the South. 


Springfield Store Plans 
Early Opening 


PALMER, Mass.—The Parisian Shoe 
store will open here within two weeks 
in the former Mulvey shoe store loca- 
tion on Main Street. 

The new store will be a branch of the 
store in Clinton and will sell men’s 
and women’s shoes. 

The store is at present undergoing 
alterations, the store front door being 
dropped back several feet to make 
larger display windows. A 20-foot neon 
sign will also be erected, according to 
present plans. 











SO YOURE GOING TO 
STAY AT 


Hotel lkennox 


ST. LOU/S / 


TS RIGMT DOWNTOWN 
GOOD PARKING... AND 
MAN WHAT SERVICE! 











Beige Active in Spring Sales 

DENVER, CoLo.—Beige is showing an 
unusual amount of activity this sea- 
son, according to Harry Fontius of The 
Fontius Shoe Company here. “Although 
blue is outstanding at the moment and 
there has been a good deal of activity 
in grey, there has been a great deal 
of interest in beige and indications are 
that it will continue strong,” says Mr. 
Fontius. “The way things are moving 
now it looks like we’re going to have a 
good season.” 


Disposes of Interest 
In Shoe Business 


Mason City, Iowa—W. L. Nichols, 
shoe dealer here since 1903 and always 
in business at the same location, has 
disposed of his interests in the Nichols 
and Green shoe store and will enter the 
roofing business. Control of the Mason 
City store and one which the partner- 
ship also operates at Marshalltown, 
Iowa, will remain in the hands of H. L. 
Green and A. D. Brown, both of whom 
have been interested in the business for 
some time. Name of the firm will re- 
main unchanged. 


Bowling Champ 


DAVENPORT, IowA—Ted Fischer, man- 
ager of Abraham’s shoe department, 
keeps his right arm strong for handling 
tight fits by regular trips to the bowl- 
ing alleys where year after year he 
mows ’em down for averages of 185 to 
190. His high game for this year is 
232 and his top series 637. 

With his partner Russell Meyer he 
gathered some new laurels recently 
when at an Elk’s state tournament at 
Marshalltown the two of them walked 
off with the doubles crown by bowling 
1244 in a three-game series. 


Remodels Store 


Fonp pu Lac, Wis.—The Big Shoe 
Store, here, is being remodeled. In ad- 
dition to redecorating the interior, new 
floors are being placed and new light- 
ing fixtures, shelving and chairs in- 
stalled. A new display window is also 
being constructed, and more stock room 
space made available. 





